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Tomboy Styles Out of Texas 


A Kick Has Been Put into Flapper Footwear 


for young girls as typifying wear, so at last the younger girls 


By Harry R. Terhune 
Field Editor, BooT AND SHOE RECORDER 
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d leather belt, the handkerchief 


Be hair was originated past twenty years of age could not have something all their own. The 


their youthfulness and 
was immediately adopted by all 
ages for many reasons save the 
real one—youthfulness. The 
same story is true of the short 
skirts, for who wanted to be 
classified as an old woman? 

As a defiant stand against 
their older sisters copying 
their own personal fashions, a 
new style was sprung upon us. 
It came unheralded and unan- 
nounced from one of the style 
centers of the country, the 
Southwest, spreading fan-like 
everywhere. 

Early in the spring the 
“Tomboy” or “Bobbie” skirt 
made its appearance around 
Oklahoma and Texas. The Pa- 
cific Coast soon had it, while it 
was months before the East 
heard of it. New York is get- 
ting it now. 

The spirit of the free West 
is typified in this queer eccen- 
tricity of fashion. “Live every 
day so that you can look every 
man in the eye and tell him to 
go to ——” has long been con- 
sidered the axiom of that part 
of the country where this style 
originated. This skirt, when 
worn by the sophisticated flap- 
per, is fully expressive of the 
latter part of that saying, at 
least. 

Here is something that those 
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There frequently descends upon us wun- 
heralded some fad of the moment, a queer 
eccentricity of fashion that suddenly 
springs into being from no one knows 
where and as quickly fades into obscurity. 
These fads hold no place in the mode, 
strictly speaking, and yet they have a cer- 


pinned into the right-hand hip 
pocket, when worn with the 
convict-striped sweater, make 
the wearer as conspicuously 
sassy as her little heart desires. 
And as to shoes to go with 
this rig, absolutely short 
vamps are the thing. As Paul 
Jesberg calls them, “a frivolous 
and extremely feminine little 
Baby Vamp of ashoe. Frenchy, 
clever, short and stubby; 
everything in a shoe that the 
‘wise’ flapper could desire.” 


EELS are from 9/8 to 
16/8, with most patterns 
around 14/8. The balance of the 
shoe is as wild as the combined 
brains of all the stylists can 
dope out. Their feeble efforts 
are met with a “Haven't you 
something more tricky for me 
to wear with this skirt?” 
The limit in plug shortness 
is the new Tomboy last. 
How long will it last? 
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What's Selling at Retail 


Reports from Merchants Show How Wide Is the Variety of Styles 
Consumed by American Women and How Strictly 
Sectional Style Has Become 


N effort was recently made to 
A discover who were the real 
style experts in the shoe in- 
dustry. The national questionnaire 
was very interesting. A list of 
names of individuals, no greater in 
number than the fingers on a pair 
of hands, was given the majority of 
votes. Out of Wyoming came a re- 
turn answer: “Find those reputable 
shoe merchants who run their busi- 
ness continuously at a satisfactory 
profit without piling up troublesome 
quantities of odds and ends—and 
you have found the real style ex- 
perts. 

“Not very much does it matter 
what grades of footwear they sell, 
what classes of trade they cater to, 
or what sizes of communities they 
serve. They prove their style-ex- 
pertness by their ability to sell at 
adequate profit the kind of styles 
their customers want, and by their 
ability, in so selling, to escape the 
withering blight of unsalable stock.” 

With all due respect to those emi- 
nent designers who prepare the 
picture of style, the factory organi- 
zations that produce them, the pub- 
licity that pushes them, there really 
is the soundest measure of truth in 
the above statement. This season in 
particular, where style is sectional 
and divisional, proves that conten- 
tion. Some of the smartest styles 
of the season have a successful run 
in Téxas and are absolutely unsal- 
able in Massachusetts. A leather 
that is sweeping all business before 
it in Chicago can’t be given away in 
Atlanta. A new element has devel- 
oped in the trade of local, sectional 
and divisional styles, good in certain 
locations and useless in others. In 
this very unusual situation another 
factor comes into play. 


NCE it was possible to sell the 

shoes in the metropolitan city, 
six weeks later to go into the smaller 
town circuit, and four months later 
“mop up” in the villages and smaller 
communities. All that has gone by. 
Style is good in one part of the coun- 
try in the smallest hamlet at about 
the same time it has its real sala- 


bility in the big city of that part 
of the country. Distances once were 
important factors in the distribution 
of styles, but now there is no such 
thing as distance, place or time. The 
shoes are wanted when they are 
wanted, and they are salable profit- 
ably only at that time. 











The Peacock Shop in Kansas City, 
Mo., believes that black and brown 
suédes, with cherry and black patent 
heels and trims on oxfords and 
straps, will be the next outstanding 
features for November and Decem- 
ber selling. Already they are hav- 
ing a good demand for shoes typical 
of the one shown above. Patent is 
still their leading material. 











DeArcy’s Boot Shop in Des Moines, 
Iowa, are strong believers in the 
combination of reptile and patent. 
They specify the Dansant model as 
here shown, to be worn with after- 
noon frock. It is one of their strong- 
est sellers. Plain operas and 
one-straps are leading with them. 
Patents are getting the call, with 

The black craze is at 
The dark brown is also 


satins next. 
its height. 


good. Oxford ties are beginning to 
sell more freely. 


Just as cherry patent leather, or 
wine, if you prefer, was an unusual 
achievement of this fall season, its 
demand isn’t universal. In some 
places it is the best selling number; 
in others it is simply another shoe. 

The short vamp and the extremely 
stubby tomboy vamp are types of 














Panor’s Shoe Store of St. Paul, 
Minn., made a great hit with the 
Tomboy last, square box heels, and 
square toes in a shoe at $6. They 
termed it their “Bulgarian” oxford 
and it sold very well. With patent 
leading at the present time, they say 
that plain pumps and buckle pumps 
are the best sellers with them in St. 
Paul. 











The Cinderella Shoe Co. of San An- 
tonio, Tex., of which town Dan 
Moody said “You can get a room in 
a good hotel for $2.50, ham and eggs 
for” forty cents and coffee for a 
nickel,” and which also is the smart- 
est little style town that you can 
find in any part of the country. The 
“Flame” pattern shown above, sell- 
ing at $7.50, is selling seventy-five 
per cent in patents and the balance 
in colors. D’Orsay patent pumps 
with extremely high heels and short 
vamps are selling strong in San 
Antonio. 
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footwear good in certain locations 
and worthless in others. 

All over the country an effort has 
been made to select shoes to make 
the foot look smaller. Many origi- 
nalities in footwear have appeared, 
because merchants have discovered a 
good selling argument in footwear 
of that type. There never were more 
clever ways of using trimmings, 
particularly the reptiles and printed 
leathers, as decorative features for 
black shoes. 

The revival of pumps was unex- 
pected, but in some parts of the 
country it outstepped all other styles. 

Rare and daring colors and de- 
signs, one shoe different from the 
other, through freakish overlay, 
have produced exceptional shoes that 
have this one good feature about 
them. They won’t be worn continu- 
ously. They are good for a number 
of times, but the wearer tires of the 
tricky patterns. The shoes are sub- 











The Shoecraft Shop of New York 
City, where they specialize in fitting 
the narrow heel size 1 to 10 and 
AAAA to E, is selling this new 
black suéde Tri-tone oxford with 
three tones of leather in each shoe, 
at $22.50 per pair. They report that 
there is some demand, and a real 
vogue for tri-tone oxfords. 


y 


O’Connor and Goldberg of Chicago, 
Iu., report that suédes are selling 
fairly well. The shoe here shown at 
$15 is a black pump with a Cort 
binding. The wide binding is “mere- 
ly a passing fancy of our Mr. Gold- 
berg.” The present wave for pumps 
has been attributed by many mer- 
chants to the early publicity of 
O’Connor and Goldberg on this type 
of footwear which has swept tie 
country. 

















ject to much favorable comment, but 
when the thrill of ownership is over 
they are discarded forever. This 
type of footwear is one of the few 
shoes that doesn’t get tucked away 
in the wardrobe against a period of 
revival sometime in the future. 


ERCHANTS all over the coun- 
try are interested in what 
other merchants are selling, and 
how. Through the cooperation of 
merchant editors in all parts of the 
country, we are able to indicate the 
trend of style in pattern and ma- 
terials, and the popular demand in 
the order of the sale over the fitting 
stool and the click of the cash regis- 
ter. Merchants in different sections 
of the country tell what is selling, 
the price and the type of shoe, its 
standing today and its salability to- 
morrow. 
Such opinion is indeed helpful to 
industry. 














W. H. Toller of the Royal Shoe 
Stores of Kansas City, Mo., is fea- 
turing this suéde pattern at $17.50, 
and comments that black and brown 
suéde so far has not been selling to 
any noticeable extent. Patent and 
black suéde combinations have been 
selling very good. Ties, pumps and 
straps in patent and moire satin 
have been the best sellers. Shoes 
in colors, and colored trimmings 
have been selling very slowly. 














The Boston Shoe Co. of Rock Island, 
Il.., featured the above shoe at $8.50 
with all the unique leathers from 
the reptile world. It was such a 
good seller that it sold out before 
new sizes could be made. They 
picked it out of the window, but 
still the demand continued. The new 
lot recently arrived and is still going 
strong: All patent, in straps or ties, 
is the leading feature of demand. 
Good Cuban heels are the best sell- 
ing feature. 
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LaMode, Shoes, Inc., of Los Angeles, 
Cal., featuring a new oxford in pat- 
ent, with tan Galutia heel and trim, 
report that the sale of ties is in- 
creasing. The present patterns that 
are leading are pumps and D’Orsays 
first, straps second and ties third. 
In the materials, patents first, satins 
second and brown kid, in respective 


order, for street wear. For eve- 


ning wear, silver kid first, brocade 
second and paisley third, 











Harold Volk of Volk Bros. Co., Dal- 
las, Tex., has been selling this “On- 
set” oxford at $10, featuring the 
extremely full blunt toe and smart 
leather combinations. It 

such a good seller that it sold to the 
last pair. Similar types are selling 
well, especially in tan calf and pat- 
ent, with reptile trims. His leading 


seller is patent, followed by brown . 


kid, tan calf, and black satin. The 
proportion of black shoes to brown 
sold is about three to two. 











The Chandler Boot Shop of Aftante, 
Ga., featured at $6 a fancy number 
termed the “Deauville.” It was an 
especially good selling style with the 
younger element. Made up in seven 
different combinations and in sizes 
AAA to C, it proved a real number 
in all siz of the stores in Atlanta, — 
New Orleans, Memphis, Birming- 





as concrete form as_ possible, 

and for the serious considera- 
tion of the shoe merchant who is 
looking for new ideas, a few of the 
many reasons why I find myself, 
after practically eleven years in the 
profession, working in conjunction 
with the well known firm of the 
Price Shoe Co., of Salem, Oregon. 

First, I wish to say that the age 
‘of suiting the shoe to the eye and 
not the foot is passing. Suffering 
humanity, limping on both feet with 
shoes that are devices of torture 
rather than aids to comfort, is cry- 
ing aloud for a solution to the prob- 
lems of the feet. It has been vic- 
timized long enough by its own false 
concepts of style, and shoe salesmen 
unfamiliar with and indifferent to 
the needs of the foot. It has padded 
its bunions and pared its, corns and 
supported its arches in_ silent 
agony, bearing this cross of torture 
as a tradition of the ages, a neces- 
sary evil from which there could be 
no escape. 

But gradually the truth has been 
dawning; slowly a more enlightened 
intelligence has crept over these vic- 
tims, until now the most of the foot 
ills are directly attributable to faulty 
shoe selection, and fitting is becom- 
ing more yenerally recognized, and 
people are demanding scientific in- 
telligence from those who are in- 


[=.= endeavor to present in 
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Curing Cranky 


Customers 


Making Life More Livable 
for Everybody 


BY DR. M. D. VINYARD, D.S.C. 
of Salem, Oregon 


Did it ever occur to you that when a person entered your store 
showing signs of a cranky disposition that there must be some 
reason for it? And ninety-nine times out of a hundred if you 
get them to talk you can find out the seat of their troubles and 
cure their ugly disposition. If you are a retail shoe merchant and 
your prospective customer’s trouble proves to be a foot trouble, 
and your store is equipped with a chiropodist, then both your 
troubles are over. 


trusted with the important duty of 
shoeing the feet. 

Shoe manufacturers have felt the 
pulse of the times and have spent 
millions of dollars in response, 
flooding the market with every pos- 
sible kind of so-called “corrective 
shoe” that could be produced by 
human ingenuity. Each new prod- 
uct has been offered as a panacea for 
all foot ills, and extravagant claims 
have been made, based upon fact, 
near fact and fancy. The result is 
that at the present time the stock 
of the average shoe store consists 
of an assortment of shoes, corrective 
and otherwise, which may be good, 
bad or indifferent. Most shoe sales- 
men are at a loss to know what it is 
all about, and sell the different 
brands of shoes with little or no re- 
gard for the needs of the individual, 
with the inevitable result of an un- 
comfortable foot and dissatisfied 
customer. 


T is with a view to remedying this 
situation that prompts me to 
advocate the services of a skilled 
chiropodist in connection with your 
shoe store. If you are to keep pace 
with the progress of science, and 
maintain the reputation in your 
community for correct shoeing, then 
it is imperative that you employ the 
services of the chiropodist. 
The fundamental considerations 


upon which a foot must be esti- 
mated are its anatomy, its function- 
al capabilities and the work it is 
required to perform. The average 
shoe salesman’s knowledge of these 
fundamentals being more or less 
limited, therefore, to render the de- 
sired service in extreme cases, it 
requires one who has had theoretical 
training as well as years of practi- 
cal experience in the handling of 
these abnormal conditions, in order 
to scientifically and successfully pre- 
scribe the shoe for the foot in ques- 
tion. 


RECALL a specific case that came 

under my observation just re- 
cently that I consider appropriate 
and fitting to emphasize my point of 
view. A lady: came into the store to 
purchase some shoes for herself. 
The salesman proceeded in the usual 
manner, but he hadn’t gone very far 
befere he realized he was up against 
another of those unusual problems, 
because what appeared to him as be- 
ing a perfect fit, apparently was not 
a fit, as it seemed no degree of com- 
fort was to be had. He was puzzled. 
His stock was exhausted, to say 
nothing of his sweet disposition. 
His customer was becoming fidgety 
and nervous, when suddenly he was 
seized with an idea, and asked her 
if she wasn’t: experiencing some 
trouble with her feet. She told him 
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that she had a very bad soft corn. 
He suggested that she see me and 
have it removed. To this she was 
somewhat skeptical at first on the 
grounds that different reputable 
chiropodists had treated it and 
failed. 


OWEVER, by persuasion she 

finally agreed to consult me for 
a free examination. She did. The 
diagnosis revealed that she was suf- 
fering not only from a very bad soft 
corn, chronic in character, but her 
condition was a complication of 
Morton’s toe, also. She had attrib- 
uted all of her trouble to the corn, 
of course, because that was all there 
was in sight. I experienced no diffi- 
culty in convincing her that I could 
successfully effect a cure of her con- 
dition. Moreover, I went a step 
farther and guaranteed her a cure, 
and she began the treatments imme- 
diately. I treated the corn, gave her 
an alcohol electric massage and ap- 
plied a scientific dressing for the cor- 
rection of the Morton’s toe condition, 
and gave her instant relief. She re- 
turned to the salesman, all the same 
day, and purchased a $15 pair of 
shoes. I have since effected a 100 
per cent cure of her condition. Now 
the shoe salesman in this case pos- 
sesses both of those essential quali- 
ties, an expert fitter and salesman, 
but it was simply another one of 
those impossibilities. It was not 
with the thought in mind for the 
solicitation of bouquets, or that I 
claim any special credit is due me 
personally for the results obtained 
in this case, just described, but it 
is my ambition and desire to call 
your attention to the farsightedness 
of Mr. O. E. Price, owner and man- 
ager of The Price Shoe Co., for hav- 
ing made it possible to render such 
a splendid service to- his customer. 
I’ll admit that we both profited by 
the deal, but we rendered a service 
worthy of its consideration, and one 
that would have been sought else- 
where had we not been on the job. 


N the other hand, if this same 
lady prospect had gone into a 
shoe store not equipped with a chir- 
opodist, can you imagine what the 
outcome would have been? I can. She 
would have departed without mak- 
ing the purchase. Just exactly what 
would have happened with this store 
had they not been equipped with 
this alternate suggestion. And, 
after she had gone, the usual com- 
ment would have passed the rounds 
that she was just another one of 
those chronic cranks. She might have 
been, I’m not saying, but what’s the 
difference whether she was or 


not—we cranked ’er just the same. 

Now there are numerous cases like 
the one just mentioned that are be- 
ing overlooked by the average re- 
tail shoe merchant every day, be- 
cause he is not alert to the situation 
and prepared to offer the required 
form of service. 

It is the honest opinion of the 
writer that to have a chiropodist 
located in your shoe store adds pres- 
tige to your store, because it has a 
tendency to establish in the minds 
of the people in your respective 
community that your place is the 
house of service, and for that very 
reason they will patronize your 
store. When you have made it pos- 
sible for the people who patronize 
your store to have the advantages 
and conveniences of a skilled foot 
doctor who is thoroughly competent 
to scientifically treat and correct all 
diseases and abnormal conditions of 
the feet, then you have demonstrated 
a genuine interest in their welfare, 
and they appreciate these things. I 
know, because I’ve heard numerous 
complimentary remarks paid the firm 
along this line. 


E will assume that a man by 

the name of Mr. A operates a 
shoe store without the services of a 
chiropodist (for the sake of making 
an imaginary comparison); and a 
man by the name of Mr. B operates 
a shoe store across the street with 
the services of a chiropodist. What 
is the difference? That is the ques- 
tion. 

One day a prospective client walks 
into Mr. A’s store for the purpose 
of purchasing a pair of shoes. This 
client has a lot of bad corns, or a 

































BOOT AND SHOE RECORDER 45 








bad ingrown toe nail (and the ma- 
jority of folks do have these days). 
Mr. A sells him all right, he takes 
his shoes, also the corns and ingrown 
toe nails away with him. Of course, 
new shoes on ill-conditioned feet in- 
crease the agony all the more. What 
is the psychological effect and ulti- 
mate result of such a deal? The 
customer forgets that he had corns 
and ingrown toe nails before, or at 
the time he purchased Mr. A’s shoes, 
and if he did have, they weren’t so 
bad, and the consequences are that 
Mr. A gets credit for having given 
him a rotten fit, when perhaps he is 
absolutely innocent. But the hys- 
terical, unappreciative and unsym- 
pathetic, careless-tongued client is 
unkind enough in his “don’t care” 
spirit to make some mean remarks 
about Mr. A’s store to his friends, 
of which it would be impossible to 
estimate the cost. ; 


N the other hand, Mr. B one day 

has a prospective client walk 
into his store. This client also is 
afflicted with corns and ingrown toe 
nails. Mr. B suggests that he first 
consult the chiropodist for a treat- 
ment. He does. Mr. B fits him com- 
fortably—and forgetting all about 
the treatment and its effect, he tells 
his friends what wonderful shoes 
Mr. B has to sell. 

So the point I am trying to bring 
out is this: That there is a psycho- 
logical reaction that follows, and the 
results are bad in one case while 
they are good in the other. The 
benefits derived from chiropodist 
service are innumerable. This chi- 
ropodist service idea is both modern 
and practical. 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great grettee of the retail 
shoe merchants. he chief purpose of 
“The Boot and Shoe Recorder” is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
sae leather, their production and distri- 
tion. 














Where Do We Now Stand? 


HE strong light of popularity shines upon 

women’s shoes. In the seven months of 1926 
since the first of the year some 2,471,662 more 
pairs were made than in the corresponding period 
January to August, 1925. All credit to style in 
women’s wear. ° 
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But the picture is not so pleasant in considering 
men’s shoes for 2,272,040 less pairs were made this 
year as against the seven months of last year. A 
loss, too, of boys’ shoes of 891,021 pairs and of 
misses’ and children’s of 1,252,259 pairs. These 
figures are all the more glaring when consideration 
is given to the natural increase in population. 

Not so many years ago a census of production 
bore little relationship to the rate of distribution, 
for shoes made in one half of the year were largely 
consumed in the second half. The seasons as such 
were divided, for shoes made in anticipation of 
next season’s wants were tabulated by the Govern- 
ment as of factory production, and nobody could 
even approximate when they were sold. 

But buying today is closer to needs and the major 
volume of the production of the seven months 
above noted has already been sold to the public. 
Therefore today production figures are almost a 
guide to distribution within a period two months 
following the release of the figures by the Govern- 
ment. 

Certainly the business at retail since August has 
been better than in the early months of the year. It 
is for everybody in the trade to put every effort into 
the sale of more pairs NOW, if for no other reason 
than that the figures show men, boys, misses and chil- 
dren are short on shoes. The figures show it. Your sales 
nationally show it. The American public needs more 
shoes, so get your extra pairage in the next ten weeks. 

The highest peak of men’s shoe production (also 
approximately the same period for distribution) 
was the month of March, 1923, and not one of the 
early post-war months as most shoe men would as- 
sume. But the low point was May of 1926, when 
the men’s shoe business hit sub-bottom. 

The better way to show the picture is to point 
out that in March, 1923, every 100 men purchased 
312 pairs of shoes, while in May, 1926, every 100 
men purchased only 170 pairs. 

There must be something almost criminally 
wrong for an industry to flop to such an extent in 
such a short span of years. 

Is it impossible to make a man shoe-conscious? 
What can you do as an individual merchant in your 
own community to encourage more pairage? 


Rough Stuff in the Store 


HERE is a new type of shoe clerk operating 

in shoe stores that is very rapidly bringing his 
employer into disfavor and possible loss of trade. 
We refer to the so-called “Go-Getter” who makes 
it his practice to sell a big book no matter what 
the consequences may be. He has no thought of 
service. He cares not how many feet he cripples. 
His only concern is in his pay envelope at the end 
of the week. He is known to his mates as a “Fast 
Worker.” The person who falls into his snare 
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must buy quickly or get out. In fact, this class 
of clerk has been known to brag of his methods 
in these terms: “They have to buy from me quick 
or I throw them out.” 

Usually this clerk is so smooth that the keen- 
eyed floor man cannot detect his methods. While 
actually bowing and smiling the customer to the 
door he is giving them the “razz.” He can be so 
outwardly pleasant and plausible that the cus- 
tomer cannot at the moment discern the insult, 
insinuation or misleading statements made. But, 
after that customer gets a moment in which to re- 
view the operation and recall what was said and 
‘done, anger is almost sure to follow. The store 
suffers, not the clerk. 

A few of his choice lines are given just to indi- 
cate what a menace the fellow can be to legitimate 
business. A woman enters who appears to be in 
rather humble circumstances. On the face of it 
she cannot afford to buy a high-priced shoe. If 
she indicates a price the “Go-Getter” will assure 
her smilingly that the store carries no shoes of 
that kind. If she has a foot that seems difficult to 
fit the “Fast Worker” will tell her that she has a 
foot that calls for a very high-priced shoe. If she 
is slow to make up her mind this money-getter will 
use some other tactics to get rid of her. He will 
suddenly develop interest in another customer, or 
else show such marked disinterest that the sensi- 
tive woman will walk out. The store suffers most 
by such tactics—let’s stop ’em. 


The Shoe Store Sheik 


HERE is still another type of clerk, even more 

vicious and dangerous than the high-pressure 
fellow. This is the “Sheik” who tries to make dates 
with women customers. His mind is so depraved 
that he imagines his charms to be irresistible to all 
women. This fellow has no respect for modesty 
or virtue. To him every woman who enters the 
store is a possible conquest. He may have encour- 
agement from a certain 
class, but his advances and 
offensive conduct is hateful 
to most women. 

Still worse is the floor 
walker who receives cus- 
tomers at the door and in 
his effusive manner puts 
his hands on the arms or 
shoulders of women. Such 
men have been tolerated be- 
cause most women dread a 
scene. They hesitate to re- 
sent openly this fondling 
under the guise of wel- 
coming. _ 

Not very long ago one of 
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these fondlers had his face soundly slapped by a 
woman who resented his attempt at “hugging,” as 
she called it. 

Owners, managers, floor men and all shoe men 
who are in business to stay, who love their trade, 
and have high ideals, are urged to watch these 
chaps and to throw them out on their noses. They 
are one of the worst phases of the many evils that 
require correction. 


This Is Service 


, 


QUIET little lady, with a mighty little foot, 
stepped into her neighborhood shoe store in 
a very little town, not listed on even a state map. 

She asked the merchant for a patent leather shoe 
with reptilian trimming, and when he saw her 
foot on the size stick measuring but 2AAA he 
didn’t say “nothing doing on your size,” but took 
the order at a regular price and wired to a mer- 
chant in a big city miles away to ship the sho¢é 
from his stock. The pair came on the next post 
and a customer was saved to the little store. 

Now it’s strange, but true, that human beings 
are built in all sizes and that there are as many 
little people in the country as in the city, and also 
as many big people in both places. 

So if at least one merchant in every district can 
say he carries shoes from 1 to 11 in widths AAAA 
to EE he has opportunity to serve these people who, 
by accident of birth possess the in-and-out sizes in- 
stead of the center sizes. 

To these stores our compliments and commenda- 
tion, for they are serving well. The chain-stores 
play on center sizes, and efficiency experts graphs 
show that it needs 687 customers to move one pair 
of 2AA out of some stores. But you have left un- 
shod those exceptional folk to whom nature has 
been unkind in not making them “of an average.” 

Furthermore, our compliments and commenda- 
tions also to the manufacturers who carry in stock 
the vast number of sizes 
needed to cover all feet in 
all sizes. They have pre- 
pared a footing for the un- 
fortunate. Some merchants 
have found out that a single 
pair order is not ignored, 
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Sometimes It’s Wise to Sell 


Ideas—Not Shoes 


By R. L. Prather 


I 








There must be a good rea- 
son for everything. There 





OU will pardon my en- 
thusiasm, but I see so 
very few. real institu- 
tional advertisements. This 
one appeals to me as about 
the best piece of copy I have 
ever read. Nowadays, ad- 
vertisements seem to lose 
sight of good will and de- 
vote themselves strictly to 
commercialism. It is a re- 
lief to see a man devote 
large space to selling an 
idea. (The advertisement 
reproduced opposite covered 
a space of four columns by 
sixteen inches—896 lines.) 
When Al Gude opened his 
new store in Los Angeles he 
had something to talk about. 
He had a big idea to sell the 
people. He inspired his 
copy writer, and that clever 
individual put the inspira- 
tion on paper in a telling 
manner. 

First of all, study the ap- 
pearance of this advertise- 
ment. It is beautifully put 
together typographically. 
The balance of white space 
and type masses is perfect. 
The border, the hand-let- 
tered heading, the type 
faces, all blend into’ a per- 
fect whole. It invites the 
eye and compels attention. 
Once you start reading you 
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Right Piotives 


men. just 


SCRUPLES are greater than surplus. Wise 
merchants are those, who generally speaking, 
put the house before the merchandise. 

A store must EARN the women, all ages, all tastes, 
tight to exist. It must give all sized pocketbooks.) 
before it gets. It must have This store is great — not 
a purpose—a service that is _in the volume of people ser- 
needed, that serves. It must _-ved but in the highly prized 
justify itself before it hasa _ list of men and women who 


right to accept patronage 
and profits. 

One of the greatest mis- 
takes a merchant can make 
in a successful business or 

ion is to aband 


can proudly say they receive 
permanent satisfaction in 
shoes of standing. 
When you enter Gude’s 
new store, and they tell us 
bk “et 





those motives by which his 
success has been achieved. 

Gude’s shoes are made, 
finished, fitted and turned 
out in tune with the respon- 
sibility which a Man’s shoes 
have in a man’s life. In his 
health. In his comfort. In 
his confidence. In his im- 
pressions on the Passing 
Show and on friends and 
business contacts. 

{ By Man — editorially 
speaking—is meant men and 


a 
store—or any of our stores 
— remember the headline 
to this editorial. The 
thought, believed, appreci- 
ated, by the public, built this 
store for a finer, bigger ser- 
vice to a finer, better period 
in thiscommunity’s progress 
—a community we seriously 
believe has an influence up- 
on the entire world, a 
thought which has heavy 
responsibilities, a pride in 
the way we do things. 


O 







GOOD FOOTWEAR 
and HOSIERY 


Men & Women, 725 South Broadway 
Women Only... 625 West Seventh 


must be a cause for every 
effect. And that is why 
stores like Gude’s have be- 
come famous all over the 
world. That is why Al 
Gude is a great merchant. 
His store has justified its 


de | 


existence. It has the right 
to accept patronage and 
profits. 


N the second paragraph is 

another text for a ser- 
mon: “One of the greatest 
mistakes a merchant can 
make in a successful busi- 
ness is to abandon those 
motives by which his suc- 
cess has been achieved.” In 
other words, the man who 
loses sight of the moral 
principles of life cannot 
win. He may have a brief 
success but he will event- 
ually lose. Abraham Lin- 
coln told a _ great truth 
when he said “You cannot 
fool all the people all the 
time.” The merchant who 
abandons those principles 
and motives by which his 
success has been achieved 
will find the people moving 
away from him. He will 
t forfeit their confidence, lose 
i their faith. 
} In the closing paragraph 








cannot quit until you have 
finished with the entire text. 
Best of all, every sentence 
says something. 

Whole sermons, large volumes, 
lengthy essays could be written con- 
cerning this advertisement. There 
are texts and inspirations in it to 
make a man think for a week. 

Dwell for a moment on that para- 
graph that begins with this: “A 
store must EARN the right to ex- 
ist.” Is that not the truest statement 
you ever read? “It must give be- 
fore it gets.” That is a rule as fixed 
as the ancient laws. 

Immediately following: “It must 
have a purpose—service that is 
needed, that serves. It must justify 





— 


itself before it has a right to accept 
patronage or profits.” 

In that statement lies the greatest 
truth ever uttered by a merchant. A 
store must have a purpose. It must 
give a service that is needed. I have 
dwelt on that thought in previous 
articles and in talks to young men. 
A man must have a destination. He 
must be going some place, else he 
will walk aimlessly all the days of 
his life. Let’s go back to that open- 
ing paragraph. The whole thing is 
summed up in those words: “A store 
must earn the right to exist.” 


Gude acknowledges his re- 
sponsibility to the public. 
He knows that responsibil- 
ity is a heavy one. But he accepts 
the responsibility and pledges him- 
self to carry it out acceptably to the 
great public that he serves. 

In another previous advertisement 
Gude said: “A merchant cannot be a 
virtuous citizen with high ideals out- 
side his business and leave all those 
qualities behind when he walks into 
his shop. Every man in business is 
entitled to a fair profit; intelligent 
people who buy shoes from him will 
concede that; they expect him to 
make a just profit; he cannot go on 
unless he does.” 
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Joliet (Illinois). Gathered 
’round the office desk were 
Lewises large and Lewises small. 
The captain, turning to his trusty 
lieutenant, said: “Give this bird a 
cigar and tell him a story.” And 
this is what he told: 
“We (meaning the four Lewis 
brothers) have been monkeying 


|: was a dark and stormy day in 


around with stock records and sys- | 


tems for years. The one you see 
here has cost us between $6,000 and 
$8,000. It’s worth it. These other 
affairs have their good points but 
are too expensive to operate, or too 
cumbersome to give vital informa- 
tion at a glance. Then, too, they are 
not fool proof. At least, we have not 
found them so. 

“What we want our records to tell 
us is what types of shoes are selling 
and in what grades. 

“With styles changing as rapidly 
as they are today, individual size and 
style records mean nothing. Keep- 
ing detailed records of this nature 
costs more than they are worth. For 
a size-buying basis we go to the 
racks, taking a composite sizing of 


To the right is shown the com- 
posite daily record of sales by 
styles and grades 


What the Lewis Boys Want to 
Know Is What Styles and 
Grades Are Moving 





all shoes of a type. .This takes only 
a few minutes and we know that it 
is accurate. We do want, however, 
permanent daily reports analyzing 
the sales thus: what leathers, what 
heels, the number of pairs of 
women’s, boys’, men’s shoes, etc., 
and in what grades? Some of the 
classifications that show on these 
sheets are not now used, but they 
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They Scrapped Their Individual 
____ Size and Style Records 





and may come back 
again, so are kept. 


have been, 


' HIS entire system is kept on 
one sheet which is divided 
into nine general classifications as: 
“A, Women’s; B, men’s; C, chil- 
dren’s; R, rubbers; F, felts, arches, 
special P. M.’s, and men’s and 


[CONTINUED ON PAGE 95] 
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Comfy Slippers 
Sor the 
Youngsters 





» Just in Time for Christmas! 
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MEN’S SLIPPERS 


—the kind men would buy for themselves to weas 
































Every year Christmas buying at the shoe store becomes more popular. This year, let’s build on iast year’s lessons 


Take a Leaf Out of the Other 


A Splendid Christmas 
Variety 

Thayer McNeil Co. of Bos- 
ton advertise scarfs, garters, 
children’s golf hose, boxed 
hosiery specials, skates and 
shoe skates, cleaning sets, and 
a baby’s outfit. In this ad- 
vertisement the Christmas 
tree is featured—in other 
advertisements of theirs the gift cer- 
tificate is shown as the medium 
through which easy, sensible Christ- 
mas shopping may be done. 


Christmas Slippers 
Completely Covered 


C. F. Hovey Co. of Boston give a 
fine demonstration of what the shoe 
store’s Christmas advertising can 
be. Here the slipper subject is 
treated from beginning to end— 
cleverly illustrated, it carries the 
right. spirit, and the reader goes 
right down the line of slipper pic- 
tures, settling immediately what and 


Fellow’s Book 


Two Pages Showing How Merchants 
Have Tackled the Christmas Problem 
Will Provide Further Inspiration for 


Coming Holiday 


where to buy. (Shoe stores take 


notice.) 


The Merchandise Order 
Properly Advertised 


Regal Shoe Stores’ Christmas ad- 
vertising of the gift certificate 
shows an able way of presenting this 
feature of one’s Christmas service. 
The suggestion is made to “slip this 
Christmas order in his stocking 
.... the most convenient way of 
making a pleasing, practical gift,” 
and that certainly ought to mean 
something to the one who reads, 
with all this notoriety about men 


trying to dispose of his gifts 
to the janitor o> ice man. 


A Clever, Interesting, Power- 
ful Christmas Salesmaker 
Potter’s advertisement 
shown here is a whole adver- 
tising lecture in itself. No 
merchant need copy it, but 
with it before him he can 
parallel it in effectiveness. The mer- 


chandise shows a keen sense of 
what’s important for Christmas giv- 
ing, and the story—simply over- 
flowing with conviction. 


The Merchandise 
Has the Right Spirit 

The.Henry H. Tuttle Co. put some 
of their Christmas effort into silver 
and gold slippers. The elaborate 
gold slipper might almost be con- 
sidered in the light of jewelry, ard 
therefore proper for a gift. : 
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Rochester’s Idea Merits Considera- 
tion by Every Merchant in Every 
Town 

Here, in the unsigned advertise- 
ment, is an example of. cooperative 
advertising which ought to prompt 
a special meeting of shoe merchants 
in any town. Big space for a big 
idea, and a volume effort prompted 
by the spirit of teamwork. One’s 
public is led in this way to think 
there is something to this idea of 
Christmas buying in the shoe store. 


This advertisement is only one of 
a series. It’s a capital idea. 


A Complete Slipper Layout for the 
Whole Family 


The Smith & Kasson Co. show. 
slippers in a nicely arranged adver- 
tisement. The illustration at the 
top is a fine bit of Christmas draw- 
ing. The space in the ad is used 
to the best advantage. Such ad- 
vertising is building year after year 

P a greater following for the shoe 
store. 
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Another Brief for the Shoe Store 


Filene’s adds to the Christmas 
shoe sentiment. If department 
stores feel that Christmas shoe busi- 
ness is worth while bidding for, the 
shoe merchant certainly ought to. 
Look at the Christmas scene at the 
top. This is the kind that “takes” 
during the holiday season. 


Riding Boots to Buckles 


In the Rice & Hutchins advertise- 
ment many articles with Christmas 
gift possibilities are brought to the 
front. The space used is a little 
larger than usual. In fact, that is 
true of all Christmas advertising. 
Bigger space is used, and in conse- 
quence the material selected must 
be given greater thought. 


The Child Is Remembered 


If it is principally a children’s 
holiday, why not make it a time for 
children’s advertising? Jordan 





Ad Reaches Across Pacific 


MILWAUKEE.—An illustrative case 
of the power of advertising is re- 
lated by Max Podell, proprietor of 
the Podell shoe store at 210 Third 
Street, Milwaukee, who recently re- 
ceived an order for a pair of shoes 
from China, in answer to an adver- 
tisement which appeared in one of 
the Milwaukee newspapers. The let- 
ter came from J. H. Entreken, 
aboard the U. S. S. Canopus, from 
Tsingtoa, China, and was written 
Sept. 1 in response to the advertise- 
ment which appeared in the Milwau- 
kee paper last June. Entreken’s 
letter requested that a pair of shoes 
similar to those advertised be sent 
to him. The shoes are already on 
their way. The letter reads: “I 
saw your advertisement in the Wis- 
consin News. I like the shoes shown 
very much. Out in this part of the 
world one cannot buy shoes that are 
good, so I have to call on you.” xe 
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An Anniversary Window 





STORE may not have an anni- 
versary date just now—few 
will, but any store that has been 
in operation over ten years may use 
this idea to good advantage. 

A ten-year span offers a _ suffi- 
ciently great contrast with the 
present—in business methods as 
well as in styles. 

The names of old customers of 
that time may be displayed with 
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Novel Window Trims to Bridge 


Seasonal Gaps 


have in their attics all the neces- dow certain articles of merchan- 
sary “fittings” for such a window. dise may be specially priced to 
These may be borrowed for the oc- make a regular sales holiday. It 
casion and the lenders given credit doesn’t make any difference about 
for the courtesy by having their the number of years, one can have 
names mentioned in the window. a 23d anniversary as well as a 
The shoes of the period, the other 25th, or even an 11th. 
interesting pieces of wearing ap- If the store front has been 
parel, too, like shawls, bags, hats, Changed since that time, as most 
etc., bring to the fore a feeling of Store fronts have in the last few 
stability in a store. ie pe sae - con Revie to 
. : : -,_ show a photograph o e old store. 
SE CORIEESOR WHE GEER H WEN Also show some of the old adver- 
tising. 














Spotlight Window 


| bbe richness and concentration 
and difference this window is 

































LADEN | 


It is a 
proposition which adds 


on a par with the best. 
simple 














No matter what direction your cus- 
tomers may be traveling this fall 
ah and winter, they can tell by looking 
; ieee at this window just what shoes to 
take with them. We call it the 
Compass Window 
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their hand-written letters ordering 
shoes. The old billheads on which 
their bills were written are very 
interesting. With a little search- 
ing one can find several people who 














Your store doesn’t have to be 40 or 

50 years old before you can have 

an anniversary sale. Even 10 years 

is excuse enough. This article tells 

what kinds of things to show in 

your windows—and how to get 
them 
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greatly to its value in the eyes of 
a busy merchant. 

Take heavy purple hangings, at- 
tach them to the bottom, top and 
sides of the window at the front, 
and bring back to the center of 
the window on both the up and 
down measurement and as to depth. 
A barrel hoop will serve, perhaps, 
as a form for the opening, and back 
of this the shoe will be displayed. 
Set the shoe far enough back from 
the opening so that it can be 
lighted by lights set at the rim of 
the purple hanging, out of sight of 
the passerby and focusing on the 
front of the shoe. In back of the 
shoe a white velvet background 
and the standard on which the shoe 
rests might be wound in velvet. 

At the front bottom of the win- 
dow show a row of silhouettes cut 
out of black cardboard and lighted 
by blue footlights. The silhouettes 
may be cut out of figures gathered 
here and there and mounted up 
after being blackened in. On the 
ground back of the shoe some black 
lettering giving price and quality 
of shoe. If it is thought that this 
cuts down the showing of shoes, it 


might be added that the shoe on ~- 








The author says that the silhouette 
figures should be black against the 
purple hanging in the background. 
The artist disagreed and made 
them white. Anyway, the “spot- 
light” effect is good. Try it. 


display can be changed as often 
as desired. It might be a good 
idea to change the shoes every hour 
and call the display “Hourly Show- 
ings.” 


Art Gallery Window 


ROUND the back and side of 
the window arrange “pic- 
tures”—specifically boxes about six 
inches deep, of which one’s grocer 
will have a good supply. Line these 
with black velvet in the case of 
white or tan shoes, and suspend 
one shoe or a group of shoes in 
this “frame” by means of black 
threads. Cardboard or stiff paper 
painted with gilt can be used to 
represent the molding of the frame, 
and you have a “picture” which 
can then be lighted from the 
top with an individual lamp, just 
as paintings are in art galleries. 
To further the idea, arrange little 
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brass posts with corded railing to 
go in front of the “pictures.” This 
display may be called anything. 
Perhaps, “The Products of the Best 
Artists in Footwear,” would be a 
good general title. 


Compass Window 


N the floor of the window 

mark out a compass with its 
points, North, South, East and 
West. 

At the points display the shoes 
most adapted to these regions in 
a group; for the South, white shoes, 
for example. To bring the display 
up off the floor, suspend by a cord 
from the top of the window a toy 
airplane. At the back of the win- 
dow set an inclined plank that will 
serve as a mountain road for a toy 
automobile. Use your regular foli- 
age on the plank to make it a par- 
tially hidden road and above and 
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below the “road” to represent the 
growth on the mountain. 

At the foot of the “mountain” 
place a toy railroad train with some 
cotton smoke coming out of its 
stack, and again hide most of the 
train in foliage to give distance. 
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Novelty Leathers Mean 


More Pairs of Shoes Per Customer 


So Says the Only Traveling Saleswoman in This Line 


the manufacture of shoes just to 

obtain an effect that is “differ- 
ent,” they fail to achieve their proper 
end, in the opinion of Miss Eugenie 
Buchner, the only woman leather 
“salesman” in the country. 
Miss Buchner, who is a po- 
tent factor in the operation 
of Leather de Luxe, New 
York importers of novelty 
leathers, feels that the 
proper use of novelty leath- 
ers is in getting more pairs 
of footwear sold. Increased 
pairage per customer, in her 
opinion, can be obtained by 
the proper use of novelty 
leathers. 

“While some of the nov- 
elty leathers can be used as 
the single material in a 
shoe,” she says, “the big field 
for novelties is in trimming. 
The judicious application of 
a touch, even, of some nov- 
elty leather lifts a shoe out 
of the commonplace and 
makes it distinctive. At the 
same time it so marks the 
shoe apart from others that 
it can be worn with one cos- 
tume, or at best with two. 
Thus, if shoes are trimmed 
with some distinctive nov- 
elty leather, their use is re- 
stricted and more shoes are 
needed to complete a cos- 
tume.” 


[: novelty leathers are used in 


ITH this theory in 
mind, the task of the 
leather merchant is to find 
leathers that work in well 
with the prevailing modes, 
that is, colorings and pat- 
terns in novelty leathers that 
harmonize with costumes. 
For this reason alliances 
have been formed with leading cou- 
turiers in order that the leather 
people may follow closely the trend 
in costume colors. This worked out 
well this year, Miss Buchner says, 
with novelty leathers in, first, wine 
reds, crayon blues, and deep greens. 
Reptile effects, she says, are wan- 


she expected. 


ing in popularity and their place is 
being taken by novelty leathers in 
small patterns, mostly geometrical in 
design, many of them showing gold 
and silver casts. The designs on 
leather are worked out to harmonize 


Miss Eugenie Buchner, who is a big factor in 
Leather de Luxe, an organization specializing 
in novelty leathers, and some of the latest sam- 
ples imported by her firm. Miss Buchner re- 
cently made a whirlwind trip toe the Middle 
West and came back with larger orders than~ 
“The West,” she says, “is taking 
to novelty leathers like a sick kitten takes to 


warm milk.” 


with the design effect in costume 
silks and woolens. 


* JT is a mistake,” says Miss Buch- 

ner, “to think that novelty leath- 
ers can be applied only to high priced 
shoes. I made my first trip to the 
West a short time ago and I con- 


vinced many of the shoe manufac- 

turers there, turning out the lower 

priced shoes, that novelty leathers 

have a place in their line. I sold one 

house a large bill of novelty leathers, 

running in price around $1.50 a foot, 
to be used on shoes that sell 
as low as-$3.25 a pair. The 
answer to this is that the 
leather will be used for trim- 
ming, just small touches 
here and there, to give the 
shoe the tone of smartness 
that is now demanded in all 
footwear, regardless of its 
price. The woman who can- 
not afford to pay much for 
her shoes is as desirous of 
obtaining something smart 
as is the woman to whom 
price is no object. It is on 
this theory that the manu- 
facturers of low priced 
shoes are taking up novelty 
leathers. Undoubtedly the 
use of these leathers will 
help build a larger pairage 
business.” 


VEN the men’s shoe 

manufacturers are tak- 
ing up novelty leathers ac- 
cording to this leather sales- 
woman. She says that al- 
ready several manufacturers 
of men’s shoes have ar- 
ranged for novelty leathers 
to go into men’s sport shoes 
for next summer. Reptile 
effects were used for this 
purpose to some extent last 
summer. 

Most of the novelty leath- 
ers that go into women’s 
shoes are made of sheep or 
goat skin, the wearing qual- 
ity of which is low. This 
makes little difference, how- 
ever, as such leathers are 
not intended for hard wear or rough 
usage. Neither is the fact that they 
cannot be cleaned easily a drawback. 
“Used as trimmings,” says Miss 
Buchner, “these leathers do not get 
hard knocks and they stand up suffi- 
ciently well to answer their purpose, 
which is that of adding style. 
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Herman Meyer, 
chairman of _ the 
Styles Committee 
of the National 
Beot and Shoe 
Manufact urers’ 
Association, con- 
gratulating Gen- 
eral Chairman 
John C. McKeon 
over the plans for 
the coming Na- 
tional Shoe Styles 
Conference, to be 
held at the Hotel 
Astor, New York, 
Nov. 4 and 5 


HE entire shoe industry, not 
only of America, but of the 
world, is looking to the coming 
Styles Conference for its decisions 
on the trend of fashion in footwear 
for the Spring and Summer of 1927. 
Somehow the world of shoes has 
got an idea in its head that the 
greatest year for progress and 
profits is just-ahead, and that the 
thing to do is to break into the 
new year early. 

To that end it is coming from 
every center of the country, being 
represented by leading merchants 
from retail markets, leading manu- 
facturers from production centers, 
leading tanners who have-~ the 
knowledge of world-wide demand 
for leather, leading wholesalers 
who distribute vast amounts of foot 
coverings, and leading traveling 
salesmen who carry the message to 
merchants who possibly cannot at- 
tend. 

All in all the coming Styles Con- 
ference is the biggest thing the 
shoe trade has ever attempted. The 
effort is to be made in a two days’ 
session to chart the advance needs 
of the American public, women, 
men and children, for a Spring and 
Summer of great opportunity. It 
is hoped that agreements made on 
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The Eyes of the Shoe World Are 


on the Coming Style Conference 





















general trends will be acceptable 
to the trade everywhere, so that 
Spring can open early and with the 
protective feeling that many minds 
are in accord. 


ERE is an insight on how 
things are done. Already the 
merchants of this country are being 
sounded out by the National Shoe 
Retailers’ Asscciation through a 
questionnaire. This basic platform 
gives the views of shoe merchants in 
the different sections of the United 
States. This is then compiled in 
composite form and comes up for 
consideration at the retail mer- 
chants’ meetings during the day of 
November 4. The conclusions of 
this pioneer meeting are gathered 
together and a rough draft of the 
style platform for 1927 is drawn. 
Then comes the big evening ses- 
sion. Immediately after the ban- 
quet comes the style revue, punctu- 
ated by short talks by those who 
take a leading part in style mat- 
ters. Authorities in the garment 
field voice their opinions. The 
color opinion of the world is pre- 
sented at this time. To paint the 
picture more thoroughly, models 
appear on the runway displaying 
costumes that are to be popular 


NOVEMBER 4 AND 5 
IN NEW YORK 


“You builded bet- 
ter than you really 
knew, John, for 
the eyes of indus- 
try are on the next 
conference.” 
“That's alright 
all right, Herman, 
but it is the ever- 
lasting coopera- 
tion of the mer- 
chants and manu- 
facturers that is 
going to make the 
plan that we for- 
mulate success- 
ful.” 


next Spring, as well as the proper 
shoes for the occasion. 

Inasmuch as the date, November 
4, is a little early for the different 
modistes to have costumes all 


ready made _ representing next 
Spring’s styles, arrangements have 
been made to secure the co-opera- 
tion of Cheney Bros., silk manu- 
facturers, who will furnish the silk 
for draping the models. The Brown 
Durrell Company will harmonize 
the color of hosiery which serves 
as a great assistance in crystaliz- 
ing footwear ideas. The leathers 
of the world in their colors are pre- 
sented to each person in attend- 
ance, so that an examination of 
actual swatches aids in getting a 
general opinion of what will be 
good next Spring. 


man with another. Then on Friday — 


morning the real labor of prepar- 
ing the style platform for 1927 is 
accomplished, when the joint styles 
committees of each of the 

tions study the reco 
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“Shoe Fitter?’ or “Foot Fitter?’ 


Which Is the Better Name for Shoe Sales People? 


By Uncle Dudley 


DG ILLIAM M. GIBLIN of Provi- 
y, aN dence, R. I., has kindly asked 
mm\ Pel me to go a bit further into the 
“ matter of names with him in 
order that more interest may 
be created. I am most happy to do so, 
and I am glad to have Mr. Giblin disagree 
with me. Disagreements are fine to bring 
out all the points that might be over- 
looked. A full and free discussion always 
helps. But, we must not prejudice the 
committee that will be selected to pass 
upon the award when the time comes. 
Therefore let us submit a few ideas for 
that committee and the shoe trade in gen- 
eral to think over: 


IRST of all, it seems to me, we should 
consider this point—what is it we are 
fitting? Is it shoes, or is it feet? 


ECOND, what are people most inter- 

ested in? If it is just shoes then by all 
means let us say “Shoe Fitter.” But, if it 
is feet they are most concerned about we 
should call ourselves “Foot Fitters.” 


HIRD, what is it we want them to be 


interested in? Shoes or feet? If we 
want torsell them just shoes, if we have no 


interest in their feet, if we are concerned 
only with the sales end of the matter, 
then it should be “Shoe Fitter.” 


AVE we not talked shoes to people un- 
til they have become a little weary? 
Have they not lost sight of the main thing 
in life—comfort, health, happiness and 
physical welfare in their mad chase after 
style? Is it not a fact that people, and 
especially shoe people, talk more about 
leathers than anything else? 


Y customers talk more of their feet 

than of their shoes. They say: “My 

feet hurt,” or “These shoes hurt my feet.” 

They think of shoes only as something 

that gives them comfortable feet or hurt- 
ing feet. 


S to appliances for crippled feet, I 
think that has been quite well taken 
care of by the “Orthopedic Specialists.” 


UT, I am like Mr. Giblin, I want more 

discussion of this matter. We need 

all the help we can get. Come on, boys and 

girls! Let’s hear from more of you. It’s 
an open forum from now on. 


October 28, 1926 
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Queen Cotton for every fashion use, as 
demonstrated in Boston. The shoe industry 
cooperated through Bresnahan shoes, 
Griess-Plegler leathers and Ipswich hosiery, 
and the young ladies stepped out of a 





Ziegfeld show for the event 


To Create a Desire for Cotton 


Style Demonstration Held in Boston to Make 
Cotton Materials More Fashionable 


its surplus product of cotton, 


| the problem of the South, with 
something that is the South’s 


problem alone? Not by millions of 
bales—for the National Association 
of Cotton Manufacturers gave a 
style show Oct. 13 at the Copley 
Plaza Hotel in Boston for the defi- 
nite purpose of encouraging a 
world-wide fashion in cotton gar- 
ments. 

There were cotton dresses for 
every distinctive hour of the day— 
the morning hour, the bridge hour, 
the tea hour, the story hour; there 
were dresses for the afternoon, for 
the house, for the beach, and there 
were cotton dresses for Southern re- 
sorts, displayed by the models with 
hosiery, parasol or handbag in style 
and color to match. There. were 
children’s clothes, worn by children; 
there was a show of sports fashions 
and fashions for semi-formal occa- 
sions. 








Not only was the style show staged 
for the benefit of the cotton indus- 
try, but arrangements were made 
for its repetition in the fashion 
salons of Jordan Marsh Co., a na- 
tionally known department store in 
Boston. This was for the purpose of 
giving the general public an oppor- 
tunity. to see the possibilities of 
cotton materials from a style angle. 

Associated Press dispatches were 
sent to all parts of the country em- 
phasizing the possibility of develop- 
ing an American vogue for cotton 
garments. Effort is to be made to 
have fashion houses in Paris en- 
courage garments of cotton so that 
the authority of the fashion center 
of the world can be brought to the 
aid of the problem—sell more cotton. 

For the past five years the vogue 
for silk has been so great that it 


has cut into the domestic market 
for cotton. France, naturally, is in- 
terested in silk, because of its bank- 
ing connections with China, and its’ 
many looms which are best fitted 
for silk production. A French de- 
signer in attendance at the Boston 
meeting expressed the fashion hint: 
“Why can’t something be done to 
develop a world-wide interest in cot- 
ton undergarments?” Nothing is 
healthier for the body than the con- 
tact of a vegetable material like 
cotton. Silk is not the best or 
healthiest material for such service. 
The same holds true in America. 
A prominent shoe manufacturer who 
was present at the fashion show 
said: “If the gingham dress can be 
made so beautiful for kitchen wear, 
why isn’t there an opportunity for 
the shoe industry to develop a smart 
kitchen type of footwear in colored, 
fancy fabric, thereby making an 
extra shoe and also stimulating 
through style the sale of cotton?” 
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Parents who count household costs 
will be interested in these “Better shoes for less money 


for boys and girls 
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Raising boys and_girls is somewhat akin 
to running a bugine’s. Ir requires careful 
management to keép costs within reason: 
able bounds. On shoes especially. 

Endicott-Johnson shoes are made for 
parents who buy children’s footwear on 
the basis of most wear per dollar. They're 
good-looking shoes. Of course. They've 
fine style, beautiful pnishes, and have all 
the distinctive up-to-date touches modern 
youngsters demand. But back of al! these 
outward appeals (which in so many shoes 
are often merely a camoullage for low 
quality) 1s the Endicott- Johnson assurance 
that these shoes will wear. 

There are honest materials and honest 
workmanship in them. Fine, ‘smooth, 
strong leather - every bit tanned under 
our own eyes and by our own special 
processes. We put solid foundations into 
our shoes. The designs are right... . 
Each type of shoe is based on actual wear- 
ing tests —on real, rugged boys and girls. 
And into each pair goes the personal 
interest of every worker.who has a part 
in their making. 

We urge you to try these shoes. If it’s 
utmost value you're looking for, Endicott-- 
Johnson shoes have it. 

Boys -arid gitls” shoes $3, $4, $5. 
Smaller sizes proportionately less. Fifty 
thousand stores sell Endicott-Jobnson 
shoes. Scores of styles-—for men, 
women and children. Write for “The 










































j End Ei leather outsoles you find on Workd at Play,”a free booklet for boys, 
indicott-Johnson shoes for boys and girls are all is and “ups. Endicott- Johnson, 
7 girls and grown-up ndicott-] ‘ 
oma helen = pot Her ‘ i ptorg on Endicott, N. %, New York City, St. Louis, 
ever buy shoes without inquiring about the Mo. Largest manufacturers of boys’ and “ 
wr ge theg acy none gay, girls’ shoes in the world. 
ENDICOTT- JOHNSON 
, Better shoes for less money 
vee to, a Toe 9 i Tp 
Look for the 
Endscort John: 
trade-mark on 
the wie. 
atte, 
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is Bndicott-Jonnso® .- che world. No 











“JIGGERS” 


Endicott-Johnson offers you an incomparable 

line of canvas, vulcanized-rubber-sole footwear. 

Unequaled for wear, value and looks. Descriptive 
circulars on request. 


NSO 
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High riding two strap, cut out quarter, 
French Bound all around, 12/8 Military 
heel, Goodyear Welt, 409 combination 
last, built in steel shanks, molded bot- 
toms. 
In Stock 
Widths AAAA to EEE 


Sizes 1 to 11 


Style B1812—Patent Leather with a cel- 
luloid covered heel. 


Price $5.50 
Style B1813—Black Glazed Kid with a 
leather heel, Wingfoot lift. 


Price $5.50 
Style B1811—Sorrel Tan Kid with a 
leather heel, Wingfoot lift. 

Price $6.00 
Sizes 8% and 9 35c extra 
Sizes 50c extra 
Sizes 10% and 11 75c extra 


A New Lower 
Heel Last 


The last our retail friends have long 
been asking for: same fitting qualities 
as our famous 309, with a lower 
(12/8) heel, wider toe, and shorter 
forepart. 


The new 409 widens out beautifully. 
Looks as trim in a Triple E as it does 


in a Triple A. 


All advance orders have been filled. 
We now have a surplus in the three 
materials, and are in position to make 


‘at once”’ deliveries. 


If you are looking for a 12/8 heel 
last that fits, and a pattern that pleases, 
try a run of these two straps in kid, 
patent and sorrel tan kid. 


Remember, we ship the shoes the day 
we receive the order. 


165 N. Water St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 

















BOOT AND SHOE RECORDER 














How Dave “Dug In” Marks 
a Producer from the Start 


There’s no limit to the reward of 
energy and determination, whether 
they be directed toward a goal in 
the retail shoe field or in the sell- 
ing of footwear to the merchant— 
and so this tale that he 
who reads may reap the reward of 
running. 

Six years ago there came to Chi- 
cago for the Harsh Chapline Shoe 
Company of Milwaukee one Dave 
Marks :.. whose assigned task 
was the selling of the famous Lion 
Brand work shoes in Chicago. 

Chicago has long been a training 
and “breaking” ground for sales- 
men and more so-called “good” 
salesmen have battered their heads 
in vain against the Chicago “wall” 

and gone down—than in 
any other city in the country. 
Wide areas . multiplied by 
stores in a thousand different loca- 
tions, with the big buyer tempta- 
tions, have turned many an erst- 
while “producer” into a swivel 
chair diplomat waiting for 
the buyer to buy. 

Dave produced from the start. 
Not because of acquaintance with 
the trade, nor because of excess 
personality, but because he settled 
down to “dig in” wherever shoes 
were sold and he succeeded. 


Worked With Little Fellow 


“From the very first,” says Dave, 
“I came to the conclusion that a 
hundred small dealers were better 
for me and my sales than a dozen 
big one, and that a dozen big ones 
were better than one department 
store. This is the chain that I 
started with working with 
the little fellow showing 
him how it was possible for him to 
sell our footwear and how he could 
profit by ordering in small quanti- 
ties and ordering often. 

“It all took time and a lot of 
‘footwork’ as well as headwork, 
and many was the night that I was 
still on the job when the long hours 
came . « Seeing some of the 
merchants I couldn’t get at in the 
day time.” 


Sticking at it selling the 








All Aboard for Style 
Meet 


All members of the N. S. T. 
A. are invited to “sit in” at the 
joint shoe style conference of 
the allied industries—tanners, 
manufacturers, wholesalers, 
shoe travelers and retailers, to 
be held Nov. 4 and 5, at the 
Hotel Astor, New York. Frank 
B. King, chairman of the N. S. 
T. A. Shoe Style Committee, 
will be one of the principals in 
charge of the Shoe Style Show. 























little, out-of-the-way merchant, 
whom the “other fellow” didn’t 
think worth while, and gradually 
seeing many of this class build up 
their stores into large establish- 
ments, and into good buyers, is one 
of the secrets of Dave’s success. 
From that beginning 

admittedly small in the first years— 
to an annual business of over a half 
million dollars—was Dave Marks’ 


ee eet 8, 


Marke, “Mito iil See Se is 


record up to a year ago, when the 
Harsh & Chapline Shoe Company 
added men’s dress shoes to their 
line and the Craddock Terry or- 
ganization of Lynchburg, Va., the 
parent organization, gave Dave the 
Chicago representation of their line 
of women’s footwear, and later the 
McElroy Sloan Chicago office as a 
reward for his labors. 


A Million Dollar Salesman 


This year, from the suite of the 
Chicago local offices of the Crad- 
dock Terry, McElroy, Sloan and 
Harsh-Chapline Shoe Company 
nearly a million dollars’ worth of 
business will be done, if present 
sales quotas are held to. Since the 
beginning of the year Dave Marks’ 
sales have averaged close to a hun- 
dred thousand dollars a month in 
the combined lines. 

It still takes hard work .. 
steady work and steady selling, but 
it proves that a man’s reward is 
only a measure of, the effort and 
enthusiasm he puts into the job he 
has to do. Dave Marks has done 
his work well. 


ofthe Cr or tehich ‘Dawe 


Dave has pro- 


duced from the start by working ul “the Sess felon? 





IN STOCK 


No. 163, Men’s Black 
Beaver Grain Blucher 
Ox. — Pep Last — White 
Fibre Middlesole that is 
guaranteed to keep out 
dampness, making the 
shoe ideal for fall.— 
Leather heel —C Wide, 
6/11—D Wide, 514/11 


$3.60 


No. 63, Same in Tan 
Beaver Grain. 


$3.60 


5% 30 Days 
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First the BAL and then the BLUCHER! Two weeks ago 
we illustrated our No. 161 a Men’s Beaver Grain oxford 
on the same last as the above except that it was a Bal pat- 
tern and we received splendid replies. 


Now we have the BLUCHER OX. to match and it 


needs no explaining. 
Catalogue? Yes! Dept. 26. 


G. P. CRAFTS CO. 


Mfrs. of Men’s and Boys’ Goodyear 
Welt Shoes 


MANCHESTER, N. H. 


Sales Agencies: 
NEW YORK CITY CHICAGO 
G. P. Crafts Co., Inc. Sidwell-De Windt Shoe Co. 
147 W. Broadway 45 So. Wells St. 


PHILADELPHIA LOS ANGELES 
Turner-Tompkins Shoe Co. Hotel Angelus 
26 N. Third St. Chas. A. Moder, Manager 
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Reduced Railroad Rates 


Arrangements are being 
made by National Secretary 
T. A. Delany for a reduced rate 
of a fare and a half to Chi- 
cago and return for all N. S. 
T. A. members, and all other 
members of the trade who 
wish to attend the N. S. T. A. 
and N. S. R. A. conventions, 
and who will make known this | 
intention to the office of the 
National -Secretary, 183 Essex 
Street, Boston. Rates will be 
effective to arrive in Chicago 
in ample time to attend and 
return from both conventions. 
Convention dates—Jan. 2-7. 

















N. S. T. A. Annual Meet 
Jan. 3 and 4 


CHIcAGco—“The annual conven- 
tion of the National Shoe Travel- 
ers’ Association will be held at the 
Hotel Sherman, Chicago, Jan. 3 and 
4. The board of governors will 
meet on Sunday, Jan. 2,” says 
President C. W. Evans, who has re- 
cently issued a letter, urging a con- 
tinuance of the splendid coopera- 
tion of shoe travelers with manu- 
facturers and retail shoe merchants 
which cooperation has been one of 
the highlights of the work of the 
allied crafts. 

He asks that this close coopera- 
tion be demonstrated in a big at- 
tendance at the annual N. §S. T. A. 
convention, at the annual N. S. R. 
A. convention to be held at the Ho- 
tel Sherman, Chicago, Jan. 4-7; and 
at the N. B. & S. M. A., to be held 
at the Hotel Astor, New York, a lit- 
tle later in January. 

President Evans urges that every- 
one who employs shoe travelers 
should “carry on” with cooperation 
by prevailing upon all members of 
his salesforce to join one of the N. 
S. T. A. locals, and to ask that they 


become policy holders in the $1,000 | 


N. S. T. A. group life insurance. 

President Evans reiterated his 
remarks on former occasions—that 
the successful plant or store is the 
one whose personnel—from the 
head down to the newest member 
of the organization, is working in 
harmony along well defined lines. 
He asked for a more widespread 
trade observance of the spirit of 
cooperation to the end that the shoe 
industry be put on a more profitable 
hasis. 
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Hugh Doyle on Trip 


Hugh Doyle, who travels for the 
M. A. Packard Co., left Boston on 
Sunday afternoon, Oct. 10, for Pitts- 
burgh, Pa. Hugh covers Baltimore, 
Washington, D. C., and other sec- 
tions. He came back to Boston from 
a long trip right after Labor Day, 
and will not return from this trip 
until the day before Thanksgiving. 


Retail Stocks Lower 


Dave Goodin, sales manager for 
M. A. Packard Co., who covers Ohio, 
Indiana and other sections of the 
Middle West for his house, recently 
told a RECORDER representative that 


~ the men’s shoe business is on the up- 


grade all the time. He says that 
retail shoe stocks throughout the 
country are low, as is indicated by 
the fact that merchants are ordering 
for immediate delivery. He also 
states that the demand is for good 
grades. 





Louis Tiger, who represents the 


P. Sullivan Co. of Cincinnati in 

the Denver, Colorado, district. 

Hig headquarters are at 218 

Charles Block, Denver. Mr. Tiger 

formerly represented the Utz & 

Dunn Co. in this territory for the 
past 24 years 


Hector Lynch Home 


Hector E. Lynch, Sr., president of 
the Howard & Foster Co., and Mrs. 
Lynch have returned to Brockton, 
Mass., from a ten weeks’ tour of the 
Continent. 


Jim Field with Crossett 


Jim Field, who formerly traveled 
for L. A. Crossett Co. and more re- 
cently with Craig, Reed & Emerson, 








Insurance Policies 
Mailed 


BOSTON.—AIll N. 8S. T. A. 
group insurance policies are 
now in the hands of those 
members of the N.S. T. A. who 
have made application there- 
for. This policy’s premiums 
are payable in two semi-an- 
nual instalments of $9.60 each 
and the first of these instal- 
ments being now due, checks 
for same are literally besieg- 
ing the National Secretary’s 
office, so that Secretary T. A. 
D. looks more like a bank 
cashier than, as he says— 
“The Humble Secretary of the 
N. 8. T. A.” The next instal- 
ment of the yearly premium is 
due April 1. Applicants whose 
policies become effective be- ~ 
tween now and April 1 pay 
only the proportionate rate for 
the period prior to April 1— 
after that, the rate is $9.60 for 
each six months. 
































Inc., is now back again with the 
house of Crossett, where he has 
charge of the styling of the women’s 
line of this concern. 


Kannensohn with Martin- 
Weinstein 


Fred Kannensohn, prominent 
Brooklyn shoe salesman, started on 
the road again Oct. 18 with a brand 
new line of samples from the Mar- 
tin-Weinstein Shoe Co. of Brooklyn. 
Fred is making great progress with 
this line, which he took on several 
months ago. His customers seem 
well pleased with the variety of 
styles shown and Fred plans to give 
them still greater surprises in this 
connection. Mr. Kannensohn is the 
live, energetic type of salesman and 
has always made a mark for himself 
wherever he has been employed. He 
counts among his friends many lead- 
ing retail merchants the country 


over. 
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GOODYEAR 


GLOVE 





Good yearGlove Brand 
Distributors 


RU rad BER aoe eh N. Y., Smith and Herrick 
; oO. 


ATLANTA, GA., Gramling, Spalding 


and Collingsworth 
AUBURN, N. Y., Hollister and Noble 
BALTIMORE, MD., George P. 
Thomas, Jr. 


BOSTON, MASS., Hutchinson-Winch 
BUFFALO, N. ¥., Goodyear’s I. R. 
Selling Co. 
CHICAGO, ILL., Goodyear’s I. R. 
Selling Co. Marion Rubber Co. 


IT and quality. These outstanding features of CHILLICOTHE, OHIO, Culter and 
Ss Co. 
Goodyear Glove Rubber Footwear are recog- CINCINNATI, OHIO, Marks and 
° * ° tix . 
nized all over the country. Combined with excel- Charles Meis Shoe Co. 
CLEVELAND, OHIO, Cady-Ivison 


lent distribution, prompt service is assured every caren tien lesa, wee 
Cc : , , 
dealer. DENVER, COLO., Colorado Rubber 


: . Co. 
For your immediate rubber footwear needs, specify DETROIT, MICH., Marion Rubber 
GRAND RAPIDS, MICH., Marion 


Goodyear Glove Brand. Rubber Co. 
HONESDALE, PA., Durland Weston 


Shoe Co. 
USTO TEX., Miller Brothers 


) ° HOUS N, 
~~ India Rubber Glove INDIANAPOLIS,” IND., Crowder- 
cooper oe 
anufacturing Company LANCASTER, PA., Long and Dav- 


pats ~*~ KY., J. J. Schulten 


and 
MARION. IND., Marion Rubber Co. 
NASHVILLE, TENN., Richardson 
Crockett Shoe Co. 
NEW ORLEANS, LA.,_ Keiffer 
Brothers Co. 
NEW YORK, N. Y., Goodyear’s I. R. 
Selling Co. 
Morse and Roge 
PHILADELPHIA, "PA, H. B. Han- 


ford Co. 

PITTSBURGH, PA., Goodyear’s 
I. R. Selling Co. 

pas "+ spam ME., A, F. Cox and 
on 

PORTLAND, ORE., Goodyear Rub- 
ber Co. 

ROCHESTER, N. Y., United States 
Rubber aeeey 

SAN FRANCISCO, CALIF., Good- 
year Rub Co. 

ST. TOUIS, — Brown Shoe Co. 


Central Shoe C 
ST. PAUL, MINN., Goodyear’s I. R. 


SYRACUSE, N. Y., Dunn Salmon 
TOLEDO, OHIO, Ainsworth Shoe 
UTICA, N. Y., Hurd and FitzGerald 
WARREN. ‘OHIO, Warren Rubber 
WHEELING, W. VA., Locke Shoe 
WILLIAMSPORT, PA., J. E. Day- 
YORK, PA., D. S. Peterman and Co. 
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BOOT AND SHOE 


Give Gaiters a 


Holiday Gift 


Trim 


Try the Initialing “Stunt” to 
Move Winter Rubber Stocks 
Early 


away, and Christmas gift- 

buying time commences with 
the great majority of the public as 
early as November 15. With this 
fact very much in mind, progres- 
sive retail shoe merchants are al- 
ready making preparations for 
holiday selling. They are “talking 
it over” with their sales forces, and 
are planning for holiday windows, 
in which gaiters and rubber foot- 
wear, generally, for men, women 
and children, are featured. The 
initialing stunt for gaiters which 
has been the means, in former 
seasons, of selling many pairs as 
early as the first of November, 
looks as promising a money-maker 
this year as it proved during the past 
two or three years. With the latest 
feminine fad of initials on hats and 
belts swelling sales, the important 
apparel accessory of overshoes 
should surely respond, not only 
fashionably, but practically and 
profitably. 


CC re is only ten weeks 


T is a good idea to make known to 

the people in your trading radius 
that it takes a few weeks to secure 
the initials which they may specify 
—that these initials may be em- 
broidered in any color combinations 
which they may wish. Some clever 
needle woman can always be found 
who would be glad of the oppor- 
tunity to embroider, with fast- 
colored silk, the desired letters. In 
the case of an appeal to the school 
and college trade—class colors on a 
sample pair placed in the window 
could be employed with good effect. 
As the wine shades are so popular 
this season, a Chanel red, or a Har- 
vard crimson, would make a “hit’’; 
a Yale blue or a Princeton yellow 
would make an equally strong ap- 
peal to the boosters of these colleges. 
College and high school pennants add 
to the effectiveness of the display. 


RECORDER 


This exclusive rubber footwear window features new patterns in 


gaiters, rubber boots and rubbers as practical holiday gifts. 


The 


decorative screen in green and red, with holly border, gives a decidedly 
Christmas-time atmosphere, and “ties-up” well with national adver- 


tising. Trim arrange 


by Cambridge Rubber Co., showing its product 


exclusively 


F the merchant wishes to try a 

less elaborate device than the 
embroidered initial, there are the 
woven labels, which are ornamental 
and less expensive than the hand- 
made, embroidered initial. As we 
recall it, Jim Olmstead, well known 
retail shoe merchant of Rochester, 
N. Y., some two years ago initialed 
his gaiters in advance, and-sold more 
pairs with profit by ingeniously 
making arrangements with a laun- 
dry in his city, which operated a 
lettering machine to mark its linen. 
Some of the rubber shoe manufac- 
turers procure woven-labeled initials 
for their customers at a nominal 
charge, or no charge whatever. 
There are also the “Society Set” 
markers, which consist of neat ini- 
tials in red, and which may be ob- 
tained at a very small cost, with 
hand machine, for the attaching of 
large quantities. These _ society 
markers make an instant appeal to 
children, as well as to the grown- 
ups. They can be attached quickly, 


‘and are applicable, in addition to 


overshoes, to rubbers and rubber 
boots. 


§ joe, are many clever ways of 
appeal for advance overshoe 
buying—and one of the first things 
to do, of course, is to advertise them 
in the local newspapers in advance, 
as a practical gift for the cold 
weather wear that is just ahead, in 


those sections of the country where 
snow and ice prevail anywhere from 
Thanksgiving Day up to March. In 
other sections of the country, where 
there is no real winter, and all along 
the Pacific Coast, the colored rubber 
gaiter, we understand, has been 
bought in large numbers by mer- 
chants who believe that with this 
they have “something different” for 
wet-weather wear that will appeal 
to their trade. This colored rubber 
boot, in its new reds, browns, greens 
and blues, as well as black, gives to 
any Christmas-gift window a pleas- 
ing color note. 


F store literature is issued, sug- 
gestions for a gift list, with rub- 
ber footwear among the suggestions, 
will not be amiss. An extra commis- 
sion of one per cent to retail shoe 
salespeople on all rubber footwear 
sold from the first of November up 
to New Year’s has resulted favor- 
ably in those stores where it has 
been tried. Public welfare societies 
and charitable organizations have, 
in the past, been solicited success- 
fully by merchants or salespeople to 
buy rubber footwear in advance, as 
a Christmas gift to the poor children 
of the city; the idea has also been 
sold to them that for this it 
does not pay to buy anything the 
best, so that the feet of the little 
ones may be properly protected and 
their health safeguarded. 
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THREE COM- 
MANDING NEW 
SNYDER 
EXCLUSIVES! 


Just released! Each a sen- 
sation! Each a style leader! 
Ready for immediate de- 
livery. 
JAVA 

A rippling, fascinating 
combination of snake and 
other reptile grains, 
blended with true beauty. 


MOIRE 
Cleverly duplicates on 
METL-TONE and other 
leathers the exquisite shim- 
mer and sheen of silk. 
Offered in a light gold 
shade and others. 


IRIDESCENT PATENT 


In all grains and designs. 
This new patent leather 
brings the artistry and su- 
perb workmanship of 
Europe to American man- 
ufacturers and merchants 


\ 











at Snyder prices. 


= , 


63 SOUTH STREET 


Retail Salesmen 
Who Deserve—, 
to Advance! 


There are thousands of men well quali- 
fied in all the essentials of good retail 
salesmanship. Although possessing all 
these qualifications, their financial condi- 
tion makes it impossible for them to start 
a business of their own. . . . They are 
denied the privilege of sharing in the 
profits of their own creation. 





The J. C. Penney Company 
Nation-Wide Institution 
of Department Stores 


has 745 stores in operation thruout 44 
States which combined are doing a busi- 
ness of over $110,000,000 this year. New 
Stores are constantly being opened. 


Salesmen Are Being Promoted 
to Managers and Co-Partners 


The plan of the J. C. Penney Company 
provides for its men sharing in the profits 


which they help create. 


If you are interested in this opportunity 
and are under 35 years of age, experi- 
enced in selling either Dry Goods, Cloth- 
ing, Furnishings or Shoes, of good char- 
acter and health, and desire such ad- 
vancement, the J. C. Penney Company 
would like to hear from you. Write for 
our booklet “The Next Ten Years.” It 
means much to you. 


_ ANATION-WIDE 
INSTITUTION: 


enne 


DEPARTME STORES 


sther aah Sickie 1205 Olive Street 
New York City St. Louis, Mo. 
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THE QUALITY SHOE MARKET OF AMERICA 


THE CAHILL COMPANY THE JULIAN & KOKENGE COMPANY 


THE STANLEY DUTTENHOFER SHOE THE ROTH SHOE MANUFACTURING CO. 
COMPANY 
THE VAL DUTTENHOFER SONS COMPANY THE KRIPPENDORF-DITTMANN COMPANY 
THE HOLTERS COMPANY THE VOLLMAN-LAWRENCE COMPANY 


THE CHARLES MEIS SHOE COMPANY THE SCHEIFFELE SHOE COMPANY 


THE P. SULLIVAN SHOE CO. 
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The New York Banker’s Daughter 
The $10-a-week shop girl in Junction 
City 


—Cincinnati supplies them both! 


A smartly dignified limousine draws up at the curb before 
Franklin Simon’s, on Fifth Avenue. As the doorman 
hurries to the machine, the chauffeur nods. For the girl 
who steps from the tonneau is a familiar and valued patron 
—daughter of a New York family whose name is nationally 
known. She has come this time to purchase shoes, and she 
will choose from among many attractive, Cincinnati-made 


models. 


Three thousand miles away, in Junction City, New Mexico, 
is another purchaser of shoes. Before she enters the store, 
she stands looking in the shop window, trying to decide 
between a two-eyelet tie and a gore-pump. Finally she goes 
in—and though her weekly pay envelope holds only $10.00, 
she is able to buy Cincinnati-made shoes that come within 
her budget and yet do not offend her style sense. 


A versatile market 


Who wears Cincinnati-made shoes, and what type of store 
carries them? You see, now, why this oft-asked question 
cannot be answered in a few words. For Cincinnati-made 
shoes cover an exceptionally wide range—so wide that they 
can’t be placed in any one category. 


The girl of the limousine might have stopped at any one of 
a half-dozen exclusive New York stores—Wanamaker’s, 
Bamberger’s—and been shown an assortment of Cincinnati- 
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made shoes, smart enough to satisfy the most fastidious 
taste. 


But it is not to be supposed on this account that Cincinnati- 
made shoes are all “ultra” shoes, with emphasis on style 
only. The matron who wants a trimly tailored shoe that 
gives support to the arch will find unique features of fit and 
fashion in many of the shoes that come from this market. 
In fact, Cincinnati has a well established reputation for 
leadership in this particular line. And the growing girl, 
too, can be perfectly fitted in Cincinnati-made shoes. 


The low end as well as the high end 


Nor should it be thought that the Cincinnati market is a 
high-priced market because it is so well represented in the 


smart Eastern shops. The girl at Junction City, New 
Mexico, is but one of thousands upon thousands in all parts 
of the country who are able to find, right in their own home 
towns, the style and comfort they want—at a price they can 
afford — in Cincinnati-made shoes. That’s because the 
Cincinnati market offers every shoe merchant a plentiful 
selection of shoes in all classes—McKays, welts, turns—to 
retail at from $4.00 to $15.00. 


The low end of the Cincinnati market, however, is never a 
“cheap” end. Cincinnati manufacturers prefer to main- 
tain the quality of their products rather than cut costs at 
the expense of turning out an inferior article. They have a 
reputation at stake, built up over a long period of years. 
They intend to maintain it. 


So while the New York banker’s daughter and the $10-a- 
week shop girl out in New Mexico pay widely varying 
prices, the Cincinnati-made shoes they purchase are all 
quality shoes from a quality market. 
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vite in the woman 


who wonts a modempely priced 





The Protex Arch Shoe Co. 


This is the Zelda, a fast moving com- 
bination Protex Arch model. Hun- 
dreds of busy shoe stores are reorder- 
ing on this typical Protex model every 
week, 


Try out Protex 


You have had calls for a lower- 
priced arch shoe. Every shoe 
merchant has. Try out Protex 
and see how nicely it fills that 
lower-price gap. And you don’t 
have to load up a big initial stock, 
because our In-Stock Depart- 
ment will carry your reserves. 
We give you same-day shipment 
when you need fill-ins. 

Drop us a line. We'll send you our 


In-Stock Catalog and answer any 
questions you want to ask. 


THE PROTEX ARCH 


Ah Shoe 


OST folks seem to think that they have to pay 

“two prices” for an arch shoe. That’s true—arch- 
support shoes are generally higher priced—with one 
exception. 


In the Protex Arch Shoe—which comes to you at from 
$4.60 to $5.00—you can offer women these high quality 
features, at a price they can easily afford: 


(1) a scientific arch-support that keeps the arch in 
place and properly balances the foot. 


(2) fine tailoring and correct styling. 


The Protex Arch Shoe invites in the woman who wants 
a moderately-priced arch shoe. It’s easy on her purse 
and her foot. Protex Arch Shoes move! You seldom 
find them piled up on a “Clearance”’ table. 


The Holters Company 


Branch of The United States Shoe Company 


Sixth and Sycamore Sts., Cincinnati, Ohio 


723 Boston Block. G. S. Sanders 
218 Charles Bldg. W. B. McNutt 
Gowman Hotel. A. R. Naftzger 
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| The Twinkle 


Just glitters with 
style. 


The Diva 


A beautiful street- 
wear pattern. 


ae 





setty Shoes J Women 
Jy SULLIVAN-- CINCINNATI 


HEREVER you find fashionably dressed women you 
will find Sullivan styles. They go hand in hand with 
the march of fashion. ‘ 


They are decidedly in keeping with the mode of the hour. They 
are really a startling revelation in high grade shoes at popular 
prices. 

It will pay you to see this line of “Pretty Shoes for Women.” 
A card or wire will bring our salesman. 


THE P. SULLIVAN SHOE CO. 


CINCINNATI 


SHOE MAKERS FOR OVER FIFTY-FIVE 
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not the 
Fhexridge 


i. one breath you can probably name a dozen 
makes of shoes that are “just shoes.” Not one 
of them with a feature or a talking point that you 
can merchandise. ‘“Tongue-tied” shoes! 
The DOVER 


But that’s not true of The Flexridge. For this a 
shoe, with its unique features, speaks for itself. 8 ieee agai tilamiee - 
Once a customer slips her foot into any of the Sandalwood tan calf, and 
good looking Flexridge models, she senses the dif- r= a pes an tit 


ference immediately. 

In the first place, The Flexridge is made with a 

flexible-rigid shank—a patented, exclusive support 

that holds up the arch, yet gives the foot all the 

freedom it wants. 

Then there’s a pear-shaped heel that cannot slip, 

gap, or bind. Tell your customer that this will 

save wear on her silk hose, and you’ve gone a long 

way toward making the sale. The HAMPTON 
But let us give you the complete details and you'll No. 3320—One-strap with 


understand why Flexridge has been one of the vamp and quarter of brown 
ooze, and having copper- 


outstanding shoe successes of recent years. Wire colored patent stripping. 
or write for the Flexridge story. 


THE DUTTENHOFER BRANCH 
OF THE UNITED STATES SHOE COMPANY 


Sixth and Sycamore Streets 
CINCINNATI, OHIO 


“Flexible where you want it . . . Rigid where you need it” 
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Children’s Shoe 
Styles 


In Stock 


S necessary as a road map to a tour- Schei-Flex soles, backed by a machine 
ist . . . the new Scheiffele In- gun In-Stock Department . . . always 
Stock Catalog of Children’s Shoes for ready to serve you. 


fall and winter, 1926. A guide-book to more sales at less cost. 
Your guide-book for good shoes in high Will you send for it? Just drop us a 
style patterns, perfect fitting lasts, and line and we’ll mail your copy. 




















THE SCHEIFFELE SHOE COMPANY 


Branch of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 
Chicago Office: Room 1826, Republic Bldg. Cleveland Office: 1538 Union Trust Bldg. 
No. 505 
A Model 


. picked at random 
The Fairway, picked at random from our 
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China stood still for centuries because she 
would make no change. 

A great wall was built around her borders— 
her gates were closed to progress and she 
said to the rest of the World “We'll let well 
enough alone.” 

Directly contrasted is the modern American 
spirit which welcomes new ideas, looks al- 
ways for the faster way—the better plan. 


New ideas are today operating in the busi- 
ness World—shortening time—speeding up 
sales. 


The spirit of American Progress says— 
“Let’s Go”’—‘Do It Now.” 





One of the popular Foot Saver patterns 
featured in magazines read by women in 
more than four and a half million homes 
of America. Estimated actual readers 8 to 
10 million monthly. 

The above pattern is one of many 
earried in stock—ready to ship. 
Widths AAA to D—Sizes 5 to 9. 
Model No. 381—Patent three button, 210 
last, combination, 14/8 patent covered heel, 

plain toe, pearl gray kid linings. 

Model No. 382—In black kid, black kid 
covered heel, except with imitation tip. 
Model No. 385—In autumn brown kid, 
imitation tip, brown kid covered heel, field- 
mouse lining. 





October 23, 1926 








™~ 


ay / 


- 


October 23, 1926 BOOT AND SHOE RECORDER 


STOOD STILL! 


The history of every growing business is a history of 
changes. All progress is marked by some change. To 
grow, a business must change. 


Perhaps you are one of those merchants who has been 
promising himself to some day put in this fast selling 
line of Foot Saver Shoes. 


If this is so, we say to you, “Do it now!” 


Modern merchandising has changed shoe-buying 
habits—changed hit-or-miss shopping into regular buy- 
ing of known merchandise. 





Foot Saver Shoes, through years of consistent selling 
appeal, are already favorably known to at least FOUR 
out of every SIX of the leading women of your town. 


This means reputation and prestige for Foot Savers. 
It means that when you put in the Foot Saver line you 
step into a business with regular customers and goodwill 
already established. 


Foot Saver Advertising; exclusive, patented features; 
light, airy welt construction and superb fitting have made 
Foot Savers the selling line of least resistance. 


Decide now that you want the additional business that 
Foot Savers will bring to your store—decide now to 
make the change to this fast selling, big profit line. 


The Foot Saver opportunity is open in a few terri- 
tories. Write today—‘Do it now!” 


THE JULIAN & KOKENGE COMPANY 


Makers of the famous J & K 
Arch Fitting Shoes for Women 


East Fourth Street 


«CINCINNATI, OHIO 
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Born with October . . . crisp and refreshing . . . these enticingly pretty new Roth Correc- 


tive styles. Appealing no less to the eye and the purse than to the feminine foot, they 
are sure to be winners right from the jump. Send your order. 


DOVER JOYCE 
(Shown above at left) (Shown above at right) 
OPIO LAST MISS B. W. LAST 
A fashion welt with a heavy steel corrective shank— A patent corrective shoe of real beauty, appealing 
a slipper with the grace of a turn, combined with equally to the woman looking for comfort and the 
the sturdiness and comfort of a welt. And in addi- woman looking for style. 
tion to both, the selling feature of a correc- sas 6% 


. 4 - 
tive shoe. AA5 -9 y 3% - 
A 4%-9 ee 


Black kid with black ooze calf trim. 

WRITE $5.20 
a ie 9 8 344: 8 7 Net 30 Days 
A 4%- / : : : 
“IN-STOCK” Same sizes in black kid. 
$5.50 FOLDER $5.20 


Net 30 Days 














Net 30 Days 


GROTH SHOE™4e. 


- CINCINNATI ¥ 


New York Office: 842 Marbridge Bldg.—A. B. Clarke, Representative 
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Sell her fine quality 
as well as style 


Reputable shoe merchants who run their 
business continuously at a satisfactory 
profit without piling up troublesome 
odds and ends are mindful always that 
style without quality fails to build an 
enduring business. 


Style experts today are not merely 
“pickers of pretty shoes.” They are the 
men who know how to anticipate the 
kind of styles their customers will want, 
plus a definite knowledge of the real 


value of selling quality footwear over a 
“long pull.” 


A quality line especially designed in an- 
ticipation of Little Miss Fashion’s wants, 
a line full of styles that will sell to the 
last pair—that’s the Stanley Dutten- 
hofer line. 


Month after month we have made sales 
gains, and month after month our cus- 
tomers are doing the same. If you are 
not among them we welcome your busi- 
ness. 


THE STANLEY DUTTENHOFER SHOE CO., Cincinnati 


“IDA” four-strap. Black 
glazed kid. 103 last. Mc- 
Kay. 14/8 wood Cuban 
covered heel. 








‘salable to the last pair’. 
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We have these — and others — in the House 
Today and they’re getting a lot of attention 


os Ss 


3888—Black Velvet McKa One- 3246—Black Velvet McKay Step-in 
3958—Black Velvet McKay, D’Orsay s ou T rer d ened 14/8 Pump, Black Lacquered Buckle, Gold 
Pump, 18/8 Full Louis Heel. B and evap, 259 geal ete gill gs Chased, 14/8 Half Louis Heel. C 
C widths—$3.25. Cuban Covered Heel. C width—$2.25. width—$2.65. 


3959—Not illustrated. A Black Vel- oN aga 3029—Not illustrated. A Graceful 
cy ‘ Black Velvet Tongueless Oxford, 


vet McKay, One Strap, with Graceful A with a Wide Patent’ Leather Lace 
18/8 Full Louis Heel, Round Toe F fs Stay cut out and overlaid with Black 
’ and Copper Patent Alligator. A 


Last, Short Vamp Pattern bound 

most attractive pattern at a very 
wy Heed ui ineiad oo gg eee modest price. 18/8 Full Louis Heel, 
’ ack satin. hagas ne . round toe last, B and C widths— 


style in B and C widths—$2.25. 


3907—Black Velvet McKay Puritan 
Step-in Pump with Very Attractive 
Large Tongue and Silver Buckle, 
18/8 Full Louis Heel. B and C 
widths—$3.35. 3905—Same, 14/8 
Cuban Heel. B and C widths+—$3.35. 


_—————————— ————————————————— _ SSK 
The CHARLES MEIS SHOE COMPANY 
CINCINNATI 





-A SHOE FOR EVERY SHELF IN YOUR STORE 
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feminine footwear 
In Stock 


SIZES AND WIDTHS 


AA, & to 7% 
A, 4% te 7% 
B, 4 te 8 
Cc, 3% te 8 
Single Pairs 25c. Extra 


ANNETTE 


05017—-Isabel, Patent Leather ............05ccceneecees $3.35 


05018—Adele, Patent Leather, 16/8 heel ............... Be 

05504—Adele Patent Leather, 13/8 heel ............+555- 3.35 

05503—Annette, Patent Leather .............00ceeceeees BBB NAVARRE 
05685—Navarre, Patent Leather 


05019—Etna, Patent Leather, Dull Trimmings 


THE CAHILL SHOE CO. 


CINCINNATI 
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DEPENDABLE 
Styles 


always 


Dependable! 


Successful merchants everywhere 
know what a fine reputation KD 
styles enjoy. Hundreds know by 
actual experience how profitable it 
is to handle them. They always are 
dependable for a good, steady and 
quick profit. 





The Eton Strap 


A K-D novelty that is 
a real winner. 


The KRIPPENDORF-DITTMANN Co. 


CINCINNATI, OHIO 
STYLE QUALITY SERVICE 





The Zenith Tie 


The New York Pump A popular tie of spe- 


In Mahogany and black cial merit. 


atent leather, also 
oire silk. 


O—— lO? 





~rit~s 
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“Footrest” shoes—the shoe with distinctive 
features—easily break down the barriers of 
sales resistance and make the first sale easy, 
and repeat business becomes a matter of 
course. The “Footrest” features, assuring 
perfect fit, comfort and style heretofore un- 
known in corrective footwear, makes the 
initial sale very easy and eliminates the 
usual hard-selling talk that is a part of the 
ordinary shoe sales effort. Hundreds of mer- 
The Lady Estelle chants all over the country have realized 
what “Footrest” shoes mean to their profits 
and how easy they are to sell. 





Over two hundred agencies have been opened on Footrest 
Shoes in three months—agencies in the largest and in the 
smallest cities of the country. Really the true test of this 
remarkable footwear. 





23 Numbers In Stock 
At All Times 






The R. L. C. 
Soft Leather 
Pad 














“Built in” Trade Mark 


THE VOLLMAN LAWRENCE CO: 


CINCINNATI 


Makers of America’s Greatest Ten Dollar Retailers in Welts and Turns 
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(elastic Box Toes_are con- 
structed to withstand every, 
dayabuse. Nootherboxtoe 
can offer longer service, or 
greater resistance to rough 
usage. These flexible box 
toes successfully combine 
the smartness and shape 
_retaining qualities of the 
rigid toe with all the com- © 
fort and ease of the soft toe: 
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A Close Examination 
















will prove that the Cordo-Hyde Lace is unlike any other. 
A test in your own shoes will convince that Cordo-Hyde 
is the scientific answer to what a shoe lace should be. 


It is in no sense a substitute for a leather lace, vez it excels 
the leather lace in uniformity of strength and its persist- 
ence in staying tied. It has the look and feel of leather 


and blends with the shoe. 
Cordo-Hydes in your shoes fp 


make that bothersome “extra 
pair” of laces unnecessary. 








Your manufacturer will be glad to 
send your shoes Cordo-Hyde 
equipped. 





O. A. MILLER TREEING MCH. CO. 


SHOE TREE DIVISION 


BROCKTON, MASS. 
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6 ‘Dallas’? 


B625—Black Suede 
B545—Black Velvet 
B5095—Patent Leather 

19/8 Heel 


“Regent” 


F-3672—Patent Colt 
F-3942—Black Satin 


New York Office: 612 Marbridge Bldg. 
B. W. MOYLAN 


Cleveland Office: 1599 Union Trust Bidg. A 1 7 E. 
A. F. JENKS s. Los Angeles Office: 107 E. Sth Street 
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Ten Styles 


Twenty- 


three 
numbers 


F-274—Black Suede (Spike Heel)... 
F-273—Patent Leather (Spike Heel).... 4. 
F-275—Black Gun Metal Calf (Cuban 


SIZES AND WIDTHS “Clare” 


—Black Suede 
S—Black Velvet 


= 











B224—White Satin 


The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 


Oakland, Cal., Office: 424 Belview Ave. 
H. 8S. KUSHINS 


Chicago Office: Majestic Hotel x 
F. J. SAATEK 


N Cc. E. VAN DEGRIFT 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 








926 
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Fall Season Takes on Renewed 
Life With Better Weather 


Slight Lull Reported in Middle West 


centers are of a decidedly optimistic tone. Actual improvement has taken place 


W ex the exception of Chicago and Milwaukee, this week, reports from retail shoe 


along the Atlantic Coast as a result of more seasonable weather, which has sent 
the public into the shoe stores in search of fall and winter footwear. The opening of the 
social season also has had a stimulating effect upon business at several points. In wom- 
en’s shoes the call for black continues unabated and patent leather is still the leading 
material in bulk selling. Novelties are making a good impression and provide the spice 
of retailing. Reptile trims are going well. Suedes, calf, in black and tan, some kid, all- 
over alligators, and other leathers are showing activity. Evening slippers are in better 
call, with the heaviest demand registered for metallic brocades. Buckles and other shoe 
ornaments are in vogue. The men’s shoe business is showing a bit more activity. 


New York 


OOD business is generally re- 
ported among New York’s retail 
shoe merchants. More seasonable 
weather has stimulated trade to 
some extent and the opening of the 
social season also has had its effect. 
Numerous horse shows in the vicin- 
ity of the metropolis, together with 
the resumption of club activities for 
the winter, the opening of the 
theatrical season and the close ap- 
proach of the opera opening on Nov. 
1, all have combined to make women 
think of new garments and shoes. 
While apparel retailers have 
strained efforts to hook up their ad- 
vertising and displays with the 
arrival of Queen Marie and her 


entourage in New York this week, . 


shoe retailers took little part in the 
movement. Several Fifth Avenue 
houses showed gowns in Roumanian 
purple, while R. H. Macy & Co. 
staged a fine exhibit of native Rou- 
manian costumes and embroideries. 
Roumanian footwear, however, had 
no part in the display. 

Her Highness arrived in New 
York wearing high-heeled natural 
snakeskin slippers to harmonize with 
her wine red costume. Princess 
Ileana wore a blue costume and her 
shoes were gray kid, in narrow strap 
pattern with buckle and inserts of 
snakeskin. 

Stylewise, there have been few 
new developments in the retail shoe 
field here in the past week. Black 
still holds sway in women’s shoes, 
with patent leather the most favored 


PRINCE WEARS PUMPS 


Queen Marie of Rumania 
wears the kind of slippers 
that any smart American or 
European might wear, but her 
son, Prince Nicholas, who ac- 
companied her to this country, 
may set a new fashion in foot- 
wear for men. With his din- 
ner and evening clothes the 
young prince wears pumps, in- 
stead of the more conventional 
oxfords. It is recalled that 
the Prince of Wales on his 
last visit here started a small 
boom in brown buck shoes 
for sports wear. Perhaps 
Nicholas will bring back a 
vogue for the more dressy 
pump as the proper footwear 
to go with men’s evening 
dress. 





material. Black calf is getting more 
of a play with colder weather. Eve- 
ning shoes are coming rapidly to the 
fore, with the tinsel brocades pro- 
viding most of the action. Colored 
velvets and colored reindeer with 
metalized trimmings strike a new 
note in the evening slipper field. 


ay 


Boston 


HE many cool, crisp days of the 

past two weeks have given to 
business a satisfactory upswing, 
with prospects for still better trade 
as the weather registers lower tem- 
peratures. In response to a query 
at a group of high-grade and me- 
dium-grade stores as to what is 
selling in women’s shoes, the answer 
came back “Everything,” with 
blacks in one shade and in one 
leather only; or in black with com- 
binations of different black leathers, 
or with leathers in lighter shades, 
and of these shades reptile colors 
are the most favored. Many aill- 
alligator shoes are featured and 
sold, mostly in straps. A novel 








Valencia 

Patent, Pecan 

and _ Stroller 

Kid, and Stroller 
Grain Calf. 
$4.35 

Stroller Kid, Amber 
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Black Velvet & 
Checker Satin. 


All Patent Leather. 


Spike & Cuban 
All Flower Calf. 
Spike Only, A-B-C 

$3.85 


Paula 


Patent & Amber Calf. Cynthia 


Black Satin & 
Checker Calf. Kaffor 
Kid & Checker Calf. 


Patent Leather. 
Black Satin. 
Spike & Cuban 


Oéteber 28, 1926 


Calf and Pecan Kid. Spike & Cuban, A-B-C Heels, A-B-C 
Spike & Cuban, A-B-C 
$4.60 $3.85 $4.00 


Typical of Merchants’, These Are 


Exceptional Values From Every Angle 


Carmen Carolyn Fleurette 





Patent Leather, with Abbo Patent Leather. Patent & Black Flower Calf. 
Patent Tongue. Black Velvet. Patent & Cherry Patent. 
Spike Heels only, Black Satin. All Black Velvet. 


B-C Spike & Cuban, A-B-C Spike Only A-B-C 
$3.85 $3.60 $3.60 
Rhoda 
Patent & Cherry Patent. Patent & Pecan 


Kid. Black Ooze Calf & 
Black Flower Calf. 


$4.35 


All Patent Leather. Black Velvet 
& Black Checker Calf. Black 
Satin & Black Flower Calf. 


Spike & Cuban . 
A-B-C 


Carolyn , Fleurette 


MERCHANTS 


57 Lincoln Street 








SHOE COMPANY 
BOSTON, MASS. 


nm &» & = 6 et bh we Uf 
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wear into black. One effect in 
a reptile leather looked exactly 
like a new shoe. The store boot- 
black “does the job” for customers 
at about $1.25 the pair. Dyeing 
light colored party shoes to match 
any shade of an evening gown is 
another feature of Boston’s shoe 
stores’ service to their customers. 

Blue kid strap shoes in the chil- 
dren’s and misses’ runs are being 
shown among the newest creations 
for the little folks. The high toed 
and high arch shoe for men is 
the new note in the men’s fall of- 
ferings. Many medium shades of 
tans in grain leather, with brass eye- 
lets, are moving rapidly in men’s 
shoe styles, to be worn with sport 
hosiery in less subdued patterns 
than those of last season. A one- 
strap brogue style, in both a tan 
and black grain, in women’s styles 
is a good seller with refined patterns 
in sport hosiery. The side lace and 
high tongue patterns in women’s 
shoes are also among the new num- 
bers, 


Chicago 


ALES so far in October have 

been disappointing. Cherry 
patent showed some signs of favor, 
until the weather called a halt to 
any idea of bright colors on the feet. 
The red shades of grained leather, 
too, looked a bit favorable until the 
weather “dulled” the public appetite 
for perishable shades for a while. 
Oxfords, one-straps and pumps di- 
vide the style. Pattern variation is 
as wide as it has been at any time, 
and yet the more severe and tailored 
patterns seem to have the “jump” 
on the millinery types. 

The tri-toned and quatri-toned 
leather effects, smart and chic, are 
being shown, and when dainty foot- 
wear is purchased there is a ten- 
dency in the feminine mind to turn 
toward these colorful designs of the 
art. 

The fancy patents, lizard and rep- 
tile leathers are popular for trim- 
ming purposes. 

Most of the buyers favor colored 
leathers, especially in the fancy 
patents for late winter and early 
spring wear, with a steady growing 
tendency to colorful effects in 
leather rather than variety of pat- 
terns themselves. 

The men’s business is also quiet. 
Blacks have outsold tan shades 
somewhat in the past ten days and 
seem to bid fair to do so for 
yet in spite of the efforts of 
stores to turn the male mind 
pairs of shoes when the 
purchased. _- 


sR e 
sige 





St. Louts 


USINESS in the retail shoe belt 
for the week ending Oct. 16 
was on a parity with that of a year 
ago. It was felt in shoe circles that 
after the world series bedlam had 
quieted down business would again 
resume a normal basis. To a cer- 
tain extent the deduction was cor- 
rect, and the early part of the week 
showed signs of unusual business ac- 
tivity. The latter part of the week, 
however, could have been better. 

A majority of shoe stores state 
they are equalling last year’s sales 
record. October of 1925 was an ex- 
cellent month. The weather was cold 
and business brisk. In discussing 
the present trend of business retail, 
shoe merchants are optimistic in 





The Test of a Style 
Is Its Salability 











The Frank More Shoe Shops of San 
Francisco, Cal., report that their panel 
oxford, priced at $14.50 to $16.50, sells 
rapidly and is a big leader at present. 
Patent leather oxfords, with both high 
and low heels, plainer effects with 
pipings and trimmings, have a won- 
derful run. High heel satin oxfords, 
silver piped, in general trend ba 
now. Black satin and patent leat 

oxfords, D’Orsays and operas in black 

suédes showing increase 





their views that if this month’s 
business is as good as that of last 
year there will be much to be grate- 
ful for. 7 

There is no apparent slipping in 
black patent. This material is go- 
ing asstrong asever. Reports do in- 
dicate that black satin is increasing 
in popularity. Stores are reporting 
more sales, and the percentage in 
one store was thirty per cent black 
satin footwear against sixty per cent 
patent leather and ten per cent mis- 
cellaneous materials. There are 


some operators who believe black — 
satin will show a betterment as the 
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priced stores. As yet no demand is 
being felt in the popular-priced insti- 
tutions for this material. 


Milwaukee 
OLONIAL styles are in very 
good favor in the women’s de- 

partments of the Milwaukee retail 
shoe stores and the volume bein 
done on the footwear which con- 
forms to the Colonial pattern is 
pleasing to all retailers. Strip 
pumps especially are in popular de- 
mand, as they seem to represent bet- 
ter the Colonial type. Buckles are 
then purchased by the ladies and are 
attached. Naturally with the trend 
for Colonials the volume on buckles 
has shown a decided increase in re- 
cent weeks. The cut steel buckles 
are the heaviest sellers, although the 
plain buckles, silver on black foot- 
wear and bronze on tan shoes, are 
also good. Black is the favorite 
color for the Colonial footwear. | 
The Milwaukee retailers state that 
they have noticed a lull in business 
during the past two weeks which 
they believe is due to the good 
weather prevailing in Milwaukee. It 
is their opinion that the trade is 
not in a buying mood during the 
warm days. With cooler weather, 
the shoe men believe that the publi¢ 
will be attracted to the shoe stores 
and the fall stocks which have been 
bought will be readily disposed ef. 
Suédes are moving, but not to a 
large extent, and a few satins 
being sold all the time. The paten 
leathers are in better demand than 
any other leather at present and con- 
stitute the bulk of the business in 
the ladies’ departments. The im; 
ported copper bronze is selling big 
in all-overs, and combinations of 
brown lizard to match, in patent 
finish. ' 
The trend in the men’s depart- 


younger men. _ 
are taking the light shades of 

There are some blacks being sold 
the young men also. Toes are 

ranging from the extreme widths 
more moderate ones. The b 
volume is on the moderate width 
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Mickard 
In Stock Models for Fall 


Regina 





No. 58 Patent Leather $5.65 
No. 59 Black Satin $5.50 
No. 27 White Satin $5.75 


Lovella 


| 
No. 71 Silver Kid $8.00 
*No. 76 Gold Kid $8.00 
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No, 49 Patent Leather $5.90 ’ No. 73 Russia Calf $6.00 
No. 56° Sauterne Kid *No. 75 Black Alligator Calf 
19/8 Heeb $6.90 with Ooze $6.00 








y 
Rivoli - ‘| 


No. 47 Patent Leather $5.85 
No. 48 Black Satin. $5.60 





*Ready November 1 


Brochure describing these and additional models 
gladly mailed on request. 


RICKARD SHOE COMPANY 
Haverhill, Maw.: 
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Shoe Production Schedules 





Pushed to Fill Orders 


Busy Factories the Rule at All Centers 


In some 


places, where there was a slight dropping down in activity early in October, a 
pick-up is noticed now. Most of the current business is being placed on novelty 
footwear, although here and there orders for staple or semi-staple shoes for spring are 
reported. Styles continue along lines established earlier in the season, with black still 
the predominating color in women’s footwear and patent leather the leading material. 


\ HIGH production level is being maintained in the country’s shoe factories. 


New effects in novelty leathers are being introduced and are meeting with success. 


Vel- 


vets, satins and moires are among the fabrics now showing good activity. Patterns run 
from the dainty one-straps to oxfords with a good call registered for a wide variety. In- 
terest in the coming style conference in New York is heightening. The conference, ap- 
parently, is to be the largest, best and most productive of actual results in the way of 


Lynn 


YNN’S production for October 
totals high. Business in wo- 
men’s shoes is good. Styles are 
brightening up, even though days 
are getting duller and colder. A 
further demand for better grades is 
reported. Soles are from one to 
three cents a pair higher than they 
were last summer. Upper leather 
prices are quoted according to 
style, a stock in style bringing a 
much better price than a stock out 
of style. While leather prices show 
an upward trend all the way from 
the hide markets up, yet shoe prices 
readily adjust themselves to new 
circumstances. The shoe business 
is very flexible these days. The 
policy of buying close to require- 
ments, which is commonly followed 
by merchants, has had the effect of 
ironing the peaks and valleys out of 
production, with the co uence 
that the factories operate more 
steadily the year round. 

Some new lasts show a lengthen- 
ing of vamps.and a narrowing of 
toes. They are for shoes for dress 
wear. But there are still short toe 
lasts, and low heel lasts, and high 
heel lasts, and combination lasts, so 
that the total number of types of 
lasts is doubtless the greatest ever. 
New patterns are not as numerous 
as might be expected. A number ge 
makers are relying upon new leath- 
ers, and combinations thereof, to 
get new style effects. 

New leathers show more of the 


guiding style that the industry ever has staged. 











A ONE-PIECE LINING 


A one-piece lining, of woven 
fabric with a felted back, has 
come into use in Lynn shoe 
factories in place of the two- 
piece lining that was made of 
woven fabric and a doubler, 
or inter-lining as some might 
call it. This one-piece lining 
firms up vamps, so that they 
hold their shape. Besides, the 








felted back of the lining 
makes a sort of a cushion be- 
tween the foot and the leather 
of the vamp. Also it absorbs 
perspiration. 





copper lusters and brown suédes and 
an astonishing number of reptiles, 
particularly alligator and suéde. 
Peabody tanners will soon show a 
galaxy of colors in. the luster fin- 
ishes. The like of such leathers has 
not been seen before. Yet patent 
leather, black in color, continues the 
foremost stock 






more blue shoes in the shops than 
might be expected. Silver and gold 
kid are staple for dancing slippers. 
Gold pipings have appeared on some 
semi-dress shoes of suéde. A hun- 
dred and more different leathers 
can readily be counted up in Lynn 
shops. As these are used in com- 
binations, two or even three differ- 
ent leathers to a pair of shoes, the 
styles of grain and color are num- 
berless. 

Lynn designers have started to 
work on new styles for next spring, 
and some Lynn manufacturers will 
make an early showing of samples 
of such shoes. 


Haverhill 


HE local industry is enjoying 
the most active autumn season 
in many years. October opened 
with production somewhat retarded 
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aves Hose 


ts them from wearing out 

ae ending at the heel, aa pre- 

vents shoes from rubbing or slip- 
ping at the heel! 












cup-shaped center 
eset by arrow, does it. 

















If your shoes slip or rub at the heel; if 
your hose wear out at the heel,and if their 
delicate color is always marred by ae - the 
—you need Dr. Scholl’s Nu-Grip Heel Liner. 


and satisface 
Think of the greater co re Scholl's Nu-Grip 


velvet-like rubber. In- 


r pair. Insist on getting 


P pharanyet 9 tat vchoged center, and bear- 


the genuine with the cup-s 
ing Dr. Scholl’ 


"Dr Scholls 


Foot Comfort Appliances 


213 W. Schiller Street, Chicago 








s name. Buy a pair for each pair of 




























RE you getting your share of 
L \ this extraordinary demand 


which our national advertising is 
generating ? 

Dealers who feature Dr. Scholl’s 
Nu-Grip Heel Liner in their win- 
dows, on their cases, and let their 
customers know they have them, 
are profiting by this advertising,and 


enjoying a big sale of this popular 
everyday accessory. 

Nearly every wearer of low shoes is a prospect for 
Dr. Scholl’s Nu-Grip Heel Liner. The more customers you tell 
about them, the more you sell. There are numerous imitations 
of Dr. Scholl’s Nu-Grip Heel Liner that are neither correct in 
design, effective for the purpose, nor permanently held in the 
shoe. Dr. Scholl’s Nu-Grip Heel Liner has an exclusive pat- 
ented cup-shaped center, which positively prevents the heel from 
slipping in the shoe; and it stays put. 


Order a supply today—$2.25 per dozen, packed in an 
attractive counter display carton. Retails at 30c per pair 


THE SCHOLL MFG. CO., Inc. 


62 W. 14th Street, New York City 


October 238, 1926 
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making these dainty slippers in 
these leathers, where a few years 
ago such an undertaking would not 
have been attempted. McKays, with 
their present flexibility and style 
qualities, now predominate. 

Outside of the use of silver and 
gold, some embossed calf and an 
occasional colored velvet appears. 
Colors are still subdued and black 
is in the forefront. Straps and 
pumps still have the call in fall and 
winter footwear, with the slender 
straps more conspicuous than ever. 
Snappy blucher oxfords appear in 
numerous lines, also tongued pumps 
and Colonials. Ornaments are hav- 
ing a big run, with cut steel, rhine- 
stone and gun metal in varied -use. 
Patent has no near competitor in 
leathers as yet, suéde, velvets and 
satins trailing. 


Brockton 


ISITS of many buyers to this 

center, attracted here by the 
Brockton Fair two weeks ago, have 
had the effect of further stimulating 
business, which during the fall 
months has been much better than 
for three years. Some good repeat 
orders and many new accounts were 
opened. 

One manufacturer received a 
visit from a Chicago buyer who 
had not visited the fair for four 
years and who never before had 
been a customer. Some of the 
newest patterns have made a very 
favorable impression and _ several 
very sizable accounts for early 
spring delivery were obtained. 

Production picked up last. week 
after the lull of a day or two during 
fair week. October shipments to- 
taled the highest of the year— 
45,371 cases—but there was a sharp 
drop during fair week, when they 
barely reached the 7000-case mark. 

The past week has seen a strong 
run on blacks. The better grades 
of shoes have seen this color leather 
cut up much faster than tans, al- 
though in the cheaper grades much 
colored leather footwear was turned 
out. 

Women’s lines are being made 
up, with colors and color combina- 
tions predominating. 

The turn to the higher heel has 
not come as fast as most manufac- 
turers expected, although there is a 
growing demand for the shoe of a 
more pointed toe style. And leather 
heels are proving quite a drawing 
card. There has been good call, too, 
for button shoes. 





Boston 


LANTS are operating at capac- 

ity, with many new numbers in 
the making. Shoes continue to be 
ordered for three and four weeks’ 
delivery on novelties, with some 
staples ordered for as late as spring 
shipments. The high-style ortho- 
pedic shoe is in demand in the wo- 
men’s lines. This may be described 
as a shoe on a combination last, a 
snug fitter at the heel, high fitting 
in the arch, with plenty of ball room 
and toe room, but in all of the new 
patterns—and there may be a few 
high heels. .These shoes are made 
to sell at popular prices. Shoe 
wholesalers are doing a good busi- 
ness on novelties in women’s shoes 
for immediate delivery. 





The Test of a Style 
Is Its Salability 














Carlat’s Booteries of Kansas City, 
Mo., report that their “Velma,” selling 
at $10, one strap developed in ebony 
patent, black satin, cherry patent, has 
been the season’s best seller and is still 
leading in popularity. In materials 
they tell us that ebony patent come 
first with satin and cherry patent fol- 
lowing 





Manufacturers are giving much 
thought to the conference of the 
allied trades, to be held in New 
York during the first week in No- 
vember, and to the January Shoe 
Style shows held in Boston. The 
Associated Industries of Massachu- 
setts had an exhibit at the Copley 
Plaza on Oct. 20, at which a number 
of shoe firms made displays. 


St. Louts 


HE eighth Federal Reserve 

Bank report on general business 
just issued, has the following to say 
regarding the shoe business for this 
district: “August sales of the seven 
reporting interests were 0.1 per cent 
smaller than during the same month 
in 1925, but 15.3 per cent in excess 
of the July total this year. Stocks 
on Sept. 1 were smaller by 12.0 per 
cent than a month earlier, and 20.1 
per cent than on Sept. 1, 1925. 


“Buying through the entire line is 
reported active, but children’s and 
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misses’ shoes making relatively the 
best showing. Styles are still an 
important consideration, especially 
in ordering for future delivery, but 
less stress is being laid on this fac- 
tor than was the case during the 
two preceding seasons. Factory 
operation was at 90 to 100 per cent 
of capacity. é 


Milwaukee 


ILWAUKEE shoe _ ,manufac- 

turers are pushing their pro- 
duction schedule as hard as possible 
to catch up on the orders, on which 
they are behind, and during the past 
week some gain was made on the 
advance orders. The retail mer- 
chants are continuing the hand-to- 
mouth buying policy, according to 
the manufacturers, but are showing 
a lively interest in the shoe market, 
and orders are being received very 
frequently. Most of them call for 
thirty-day delivery. There are some 
advance orders for spring business, 
but these are not general and the 
manufacturers are not anticipating 
that they will be heavy for several 
weeks. 

One of the firms stated that its 
advance orders for spring consists 
mainly of staple footwear. The 
blacks are getting stronger in the - 
men’s shoes, according to local men. 
Tans are slowing up slightly and the 
bulk of the production of tan shoes 
is on the darker shades. Grain 
leathers are moving very good in 
both blacks and tans. In regard to 
the situation on tan shoes, one Mil- 
waukee firm believes that the slack- 
ening in the demand for tans is only 
a temporary one and that during the 
spring there will be a larger busi- 
ness than has ever before been ex- 
perienced on tans. 

Production of women’s footwear 
continues to be mainly on the patent 
leathers in pumps and ties and 
straps. The firms are still turning 
out tan shades, but in the darker 
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RIBBONS 


The present vogue for Style oxfords calls for attrac- 
tive ribbon lacing. 


COLUMBIA RIBBONS 


in black and colors are recognized for their quality 


and appearance. 


READY TIED BOWS 


for strap and throat ornamentation in many attractive 


®€6 us. pat OFF 


patterns. 
May we submit samples and prices on both of these 


items? 


THE COLUMBIA RIBBON CO. 


PATERSON, NEW JERSEY 


NEW YORK OFFICE BOSTON OFFICE 
21 WASHINGTON PLACE, COR. OF GREENE 60 SOUTH STREET 
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| Meade in our own plant SE ezio’s S elling Fin e” 


Rhinestone Shoe Buckles 


OUR DEALERS REPORT 


In Pink Sat- 
in, 


Profession- 


al Hard 
and Soft 


Toe Slip- 
pers. White Kid. 


Retailers throughout the country are reaping 
profits with CAPEZIO TOE AND BALLET 


SLIPPERS. 


Our national gp eabery | campaign to consumers 
assures you of demand for these slippers. 


Live dealers everywhere are acting as our agents. 
Perhaps your territory is open. 


Style No. 168—$16.00 per pair Write: For our ceoperative plan. 
s rtatio Also ask for samples and prices of our special 
Copies of French Impo - ballet slipper ribbon and lamb’s wool. 


IN STOCK—Ready to Ship 


Grades ranging from ( % ZS, ie z 7 / 
$4.50 per doz. pairs to $18.00 per pair =) AL Cc 


Write for Sample Assortment 


DEAUVILLE IMPORT CORP. Established 1887 
m, s and Manufacturers of Shoe Specialties 
en ef, ong Bs f f “New York ~~ 209 West 48th Street | New York City Sf 
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Shoe Wholesalers Make Intensive 
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Study of Cost of Business 


N intensive study of the cost of 
doing business in the whole- 
sale distributive shoe field was taken 
up at the twenty-eighth annual 
neeting of the Middle States Shoe 
Wholesalers Association at the 
Hotel Astor October 19. Charts 
were presented and studied relat- 
ing to budgeting and overbuying, 
volume sales finance and analysis 
of expense, with the idea of form- 
ing conclusion leading to a reduc- 
tion in the cost of placing shoes 
from the wholesaler into the hands 
of the retailer. 

The meeting occupied a full day, 
with a break at noon for luncheon. 
The morning session was devoted 
almost solely to a discussion of 
budgeting, while sales problems 
and advertising formed the bulk of 
the discussion in the afternoon. 
There were no speakers outside the 
trade, the discussion being carried 
on by the membership itself. 

Two guests from within the shoe 





— 








trade were present and added their 
views to the discussions. These 
were E. A. Dow of Endicott-John- 
son and William Harnish of Morse 
& Rogers. 

A dinner meeting of the execu- 
tive committee was held Monday 


Officers elected at the annual meeting of the Middle States Shoe 
Wholesalers Association at the Hotel Astor, New York, were 
President, Harry D. Hurd, Hurd & Fitzgerald Shoe Co., Utica, 
N. Y. (re-elected). 

Vice-President, David K. Darcy, Nathaniel Fisher Co., New York 
(re-elected). 

Secretary-Treasurer, Louis M. Taylor, New York. 
Executive Committee: H. C. Bruner, William H. Walker & Co., 
Buffalo, N. Y.; D. S. Peterman, D. S. Peterman & Co., York, Pa.; 

| E. L. Smith, Smith & Herrick, Albany, N. Y. 
Previously elected members of the executive committee are Elkin 
R. Myer, Baltimore, Md.; William Weimer, Jr., Philadelphia, Pa.; 

W. Weston Parker, Honesdale, Pa.; T. R. Thayer, New York. 








night at the Astor, preceding the 
annual meeting on Tuesday. Pres- 
ent at the dinner was M. Webster, 
president of the American Whole- 
sale Corporation and president of 
the Shoe & Leather Board of Trade 
of Baltimore. 


They Scrapped Individual Size and 








women’s retail prices. For example, 
numbers A 100 to A 149 are white 
high heels; A 150 to A 199 are white 
junior Spanish; A 200 to A 249 are 
white box heels; A 250 to A 300 are 
white flat heels. Each women’s 
leather or fabric group has four heel 
divisions as just explained. 
“Everything in the house has a 
stock number. In the morning it 
takes the girl only a very short while 
to make a ‘1’ mark against the group 
stock number sold, and in the case 
of men’s and women’s shoes, a simi- 
lar mark against the retail price. 
In the space between the stock num- 
ber and the ‘total’ column, we rule 
six columns, one for each day, so 
that the total is for the week. Then 
we have exact duplicates of these 
sheets printed on pink paper which 
gives us the monthly and annual 
totals. The description of each 








Style Records 


[CONTINUED FROM PAGE 49] 





stock number group does not appear 
on the sheets. It is unnecessary, as 
the girl knows what they are. 

“Of course, any store can have 
whatever divisions they deem neces- 
sary. We know every day exactly 
what kinds of shoes are moving. If 
we are too light, more are bought; 
if too heavy, why just bear down 
on the publicity and P. M.’s. 

“We had a real problem on our 
hands that these records helped to 
solve. Here are the angles to it: 
Our price range on men’s and 
women’s shoes was from $6 to $12. 
Sixty-five per cent of the sales was 
on the $6 to $7.50 grades. Fifty- 
five per cent of our dollar investment 
was on the $8 and up lines. A 
neighboring store in the same block 
was successfully carrying shoes 
priced at $8.50 and up. Our card 
records showed that our $8.50 to $12 





customers were not repeating as 
they should, though we seldom had 
a complaint on these shoes. Ques- 
tion to be solved—‘what was the 
matter with our better trade?’ 
“We had always felt that if a cus- 
tomer came in asking for a $6.50 
shoe and we worked him or her up 
to a $10 shoe, we were pretty clever 
salesmen. But we were not, for they 
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Foot-Schulze Sell Building 


St. Paut—Foot, Schulze & Co. 
has sold its large factory building 
close to the Loop district, erected 
some eight years ago, to the Robert 
Street Realty Co. L. L. Gish, presi- 
dent of the shoe company, in an- 
nouncing the sale said that the 
transfer meant no change in the 
original plan in mind when the 
building was erected, namely, with 
the idea of leasing extra space for 
offices and stores. Already a large 
automobile company has leased large 
space for show and sales rooms and 
offices. At one time arrangements 
were under way to lease part of the 
building to the State for overflow 
offices from the State Capitol, but 
the deal fell through on account of 
inability to get together on the ex- 
pense of remodeling. “The current 
business leads us to expect a steady 
increase in volume during the com- 
ing few years,” said Mr. Gish, “and 
we are planning productive factories 
accordingly. The company is manu- 
facturing such grades of footwear 
as sell in volume at its factories in 
Stillwater, Minn., and Winona, 
Minn., where it gradually has been 
developing ideal facilities during the 
past few years.” It is understood 
that the realty company will convert 
space not needed by the shoe com- 
pany for offices, show rooms and 
manufacturing to the needs of other 
concerns. 


Dyed in 48 Colors 


BostoN—Jones, Peterson & New- 


hall Co. are displaying an attractive ~ 


sign in their window beside a white 
and gold cloth pump, reading “Shoes 
Dyed in Any One of 48 Different 
Shades to Match the Gown.” One of 
the salesforce reports that the house 
is doing a good business through 
this service. Another customer ser- 
vice is the carrying of all widths and 
patterns as small as 114 and rang- 
ing up to size 10, and also in dyeing 
slight colored calf and kid leather 
black. 


New Firm in Lynn 

LYNN—R. E. Painchaud, who has 
sold shoes for Cotter of Lynn and 
Menihan of Rochester, has now 
formed the Painham Shoe Co., 65 
Willow Street, Lynn. Ezekiel Ham- 
burger and Miss H. G. Moran are 
his partners. Mr. Hamburger is 
one of these shoe men who can make 
a pair of shoes by either hand or 
machine. Miss Moran is a cost ex- 
pert. The new firm will make fine 
McKay novelties for the retail trade. 
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Wider Distribution for Boys’ 
Shoes 


MILWAUKEE—The boys’ line of 
dress shoes manufactured by the 
Harsh & Chapline Co. of Milwaukee, 
is now to be distributed through five 
distributing houses of the organiza- 
tion, under a new plan, according to 
H. A. Unke. Formerly the boys’ 
dress shoes were sold only from the 
Milwaukee branch. 


Haverhill Firms Expanding 

HAVERHILL—Numerous expansions 
continue to be made in the local in- 
dustry and the firms of recent origin 
report unusual success. Firms that 
recently made additions are the 
Greensten Shoe Co., with the addi- 
tion of a wood heel making depart- 
ment; the M. T. Ornsteen Shoe Co., 
by the addition of a fourth floor for 
general expansion, and the William 
Kennedy Co., by removal from 
Phoenix Row to more commodious 
quarters at 12 Duncan Street. 

Of the newer firms in the local 
industry, the Palm Shoe Co., the D. 
& E., the Lynway Shoe, the Stafford 
Shoe, the Model Shoe and Hirshberg 
& Stein are among the most active. 
All of these firms are ahead of their 
production. schedules as originally 
designed. 





EGGS IN SHOES 


Maybe it will surprise some 
shoe clerks to know that 
eggs are used for getting a 
‘soft dry. nap on some suede 
leather. The eggs lubricate 
the leather, too. The flapper 
who has an egg shampoo for 
her head may understand the 
situation. 


Open Hearings on New Haver- 
hill Wage Scale 

HAVERHILL—Hearings opened last 
week before Chairman Edwin New- 
dick of the Shoe Board on the gen- 
eral revision of wages in the local 
industry. The case comes before 
the Board on the joint petition of 
the Haverhill Shoe Manufacturers’ 
Association and the Shoe Workers’ 
Protective Union. No specific de- 
mands are made by either party, 
formal petitions calling merely for 
the reopening of prices. No contro- 
versy or prolonged arbitration pro- 
ceedings are expected. The new 
prices will be effective as of Jan. 1, 
1927. 
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Brockton Campaign 
Revived 


BrocKkToN—Reviving an old fight 
waged unsuccessfully several years 
ago, some shoe manufacturers here, 
with the aid of an agency whose 
identity is being kept a strict se- 
cret, will make a concerted drive 
soon to stop the practice of shipping 
from this center products which are 
made in out-of-the-city plants and 
sent to central plants here for stamp- 
ing with “Made in Brockton” labels. 
The claim is made that footwear of 
inferior workmanship and material 
is being sent out from Brockton, 
greatly affecting the high standard 
of workmanship and material the 
city has built up over a long period 
of years. 

Just what ieestion the campaign 
will take as yet has not been defin- 
itely determined, it is said, but the 
report is that the few manufacturers 
who have out-of-the-city plants will 
be urged to discontinue the alleged 
stamping deceit, if they have -been 
carrying it on, and, if the appeal is 
not successful, to try some other 
plan to discourage the cheapening 
practice. 


Chippewa Falls Footeries Busy 

CHIPPEWA FALLS, WIs.—All five 
of the local shoe factories are oper- 
ating at full capacity and, according 
to the officials of the firms, the rush 
season will continue until January 1, 
when the annual two months’ lull in 
operations will be experienced. The 
companies are teaching inexperi- 
enced workers the shoe manufactur- 
ing trade and as a result have a 
much larger number of workers to 
turn out their products. Under the 
old system, experienced shoe work- 
ers were engaged from other cities. 


To Close Shoe School 

LYNN—Lynn will close its shoe 
school toward the end of the year. 
It has 18 students. Costs figure out 
$1,000 per year per pupil. Mayor 
Bauer says that is more than enough 
to pay for a college education, so he 
is using his economy axe on the 
school. He is one of its trustees 
and was also one of its founders. 


New Store in Kenosha 
KENOSHA, Wis.—The Cinderella 
Boot Shop has been opened at 272 
Main Street, Kenosha, by John 
Habush. The store will carry more 
than seventy different lines of 


ladies’ shoes only, ranging in peies j 


from $4.50 to $6.50. 
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Hamel Tanning Kid Leather 


HAVERHILL—The L. H. Hamel 
Leather Co., widely known sheepskin 
tanners, is now putting out its first 
tannages of kid leather. The Hamel 
tannery previously has _ tanned 
pickled sheepskins exclusively. The 
local plant was equipped early in the 
year for the new departure, but the 
pressure of business delayed the 
actual output of kid leather until 
recently. The kid leather is now 
coming through in gray, champagne 
and other light tannages. The 
growth of the local tannery has been 
phenomenal. 


Olson Shoe Making Men’s 
Welts 


The Olson Shoe Mfg. Co., Chip- 
pewa Falls, Wis., announces a new 
policy. They now make men’s me- 
dium grade dress welts exclusively. 
Their first welt line, consisting of 
twenty-one numbers, was put out on 
July 15, and they report that it met 
with quick and gratifying success. 
About eighteen numbers will be car- 
ried on the floor. A. M. Olson, 
president, is in charge of raw ma- 
terials. H. E. McMahon is superin- 
tendent. F. W. Jones is sales man- 
ager. 


New Shoe Polish Firm 


LYNN—The International Shoe 
Polish Co. is fitting up a factory at 
405 Market Street for the manufac- 
ture of cleaners, dressings and pol- 
ishes for the retail shoe trade, as 
well as for shoe factories. 

This new company is incorporated 
with a capital of $125,000, and the 
following officers: A. K. Chacos, 
president; Peter Triathis, vice-pres- 
ident; James Panagikis, treasurer; 
A. A. Balassis, clerk; and A. G. Mil- 
ton, general manager. 


Elect Goat and Cabretta 
Committee 

PHILADELPHIA—At a recent meet- 
ing of the Goat and Cabretta 
Leather -Division of the Tanners’ 
Council of America the following 
concerns were elected as members of 
the executive committee to serve 
during the ensuing year: Amalga- 
mated Leather Companies, William 
Amer Co., John R. Evans & Co., Dun- 
gan, Hood & Co., Robt. H. Foerderer, 
Inc., Keystone Leather Co., McNeely 
Co., New Castle Leather Co., Quaker 
City Morocco Co., Standard Kid Co., 
Surpass Leather Co., and chairman, 
Harold Connett. Mr. Connett is a 
member of the Surpass Leather Co. 
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Clothing Store Installs Shoe 


Department 

MILWAUKEE—Joe Lynch, one of 
the largest retailers of men’s cloth- 
ing in Milwaukee, has installed a 
shoe department in his store on 
Grand Avenue, where a _ complete 
stock of men’s:shoes will be carried. 
The Selz-line of footwear has been 
contracted for by Mr. Lynch as an 
additional service feature of his 
store. Mr. Lynch started in busi- 
ness in Milwaukee only eleven 
months ago and has made a phe- 
nomenal success in the retail busi- 
ness, and his new shoe department 
is expected to augment the volume 

done in other departments. 
1 





Call °’Em “Foot 
Fashioners”’ 
SAN MATEO, Cal.—“How 


about ‘Foot Fashioners’” as 
the new name for “The Shoe 
Dogs?” asks John Young of 
J. F. McCann & Son of Uncle 
Dudley. “Style is quite a fac- 
tor in the shoe game today,” 
adds John—“and style and 
fashion are closely allied when 
referring to wearing apparel 
and those who sell it.” 








Stendal Discontinues One 
Store 


MINNEAPOLIS—C. M. Stendal has 
disposed of the lease of his Tenth 
Street booterie and is moving the 
stock into his big store near Sixth 
and Nicollet. Mr. Stenda! announces 
that there will be no change in 
policy, but that he prefers concen- 
trating on a single stock rather than 
operating two stores within a few 
blocks of each other. 


Swift Service 

LYNN—On a recent Monday morn- 
ing a merchant in Connecticut asked 
a Lynn manufacturer if he could 
have some new shoes for the open- 
ing of a new store the next Satur- 
day. The shoes—40 cases of them 
—were made and were delivered by 
motor truck in time. 


Murray Saks Has Son 


New YorK—Murray J. Saks of 
M. J. Saks & Company, shoe whole- 
salers, is receiving the congratula- 
tions of the trade upon the birth of a 
son, on Thursday, Oct. 7. Mrs. Saks 
is a daughter of A. Lewkowitz of 
the I. Blyn organization. 


7 








‘Just Like Father’’ 


NEw YorK.—Every boy feels -he 
is a regular he-man, and so we have 
him imitating father at every turn. 
To cash in upon this psychological 
fact, Saks, Fifth Avenue, has es- 
tablished a boys’ and junior boys’ 
shoe shop, with a distinctly mascu- 
line atmosphere. This is not a 
corner in the women’s department or 
the children’s department, but an 
absolutely separate department, 
where shoes in sizes 11% to 2 
and 2% to 6 are carried for he-man 
boys. The shoes are made by a 
man’s shoe factory along the lines 
of men’s shoes, and include a full 
line of shoes for the well - dressed 
boy. Riding boots in boys’ sizes also 
are carried in this new department. 

The masculine atmosphere in this 
new department is heightened by the 
draping of the display tables with 
the banners of popular prep schools. 


Shoe Sizes of Cardinal Players 
St. Louis—Nunn-Bush Shoe Co., 
St. Louis store which offered each 
of the players of the St. Louis 
world’s champion baseball club a 
pair of shoes, stated that the selec- 
tion of a majority of the players was 
for black footwear. Here are a few 
of the sizes of the players: Willie 
Sherdel, 742-D; Bob O’Farrell, 8-D; 
Tommy Thevenow, 8-B, and Jess 
Haines, 91%4-C. , 


Barden Opens Shoe Dept. 


KENOSHA, Wis.—A shoe depart- 
ment has been opened in the Barden 
department store at Kenosha, and 
Gerald E. Lynch is manager and 
buyer. Mr. Lynch comes from the 
Zahn department store at Racine, 
Wis. He formerly was with Mar- 
shall Field & Co., Chicago. A full 
line of wmoen’s shoes has been pur- 
chased, and both flexible and steel 
arches will be carried. 


Shoe Machinery Sold 


BrocKTON—Shoe machinery, tools, 
drills and planers to the value of 
more than $75,000 were sold at pub- 
lic auction last week by the General 
Fastener & Shoe Tool Co., a sub- 
sidiary of the Donnelly Machine Co., 
with a location at 18 Montello 
Street, in a final effort to close up 
the affairs of the company, which 
has been dormant for many months. 
A. P. Grinnell, auctioneer, disposed 
of the property to more than a score 
ornare igs“ 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
BH. W. COOK, President 


Syracuse, N. Y., U. 8. A. 
MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
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Here’s a Well Planned Shop 


October 23, 1926 


A well arranged store—The Shoe Mart, Peru, Ill. Fixtures furnished 
by the Grand Rapids Show Case Co. 
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Endicott-Johnson Sales 
Show 38% Increase 


BINGHAMTON, N. Y.—First re- 
sults of the comprehensive national 
advertising campaign recently 
launched by the Endicott-Johnson 
Corporation are indicated in the 38 
per cent increase in sales this sea- 
son. Dealers in all parts of the 
country are reporting excellent busi- 
ness, and there is every indication 
that it will continue through the 
winter, according to C. B. Lord, the 
general sales manager of the Endi- 
cott-Johnson organization. Septem- 
ber shipments totalled $8,411,470.71, 
a gain of $1,037,205.94 over Septem- 
ber, 1925. 

The corporation’s advertising pro- 
gram for this year is probably the 
most extensive in the history of the 
shoe industry. Full page, half page 
and 60 inch advertising is appear- 
ing regularly in the Sunday editions 
of 36 large city newspapers, using 
rotogravure sections wherever pos- 
sible. The newspaper advertising 
has a coverage of 29 large cities and 
a total circulation of 9,893,000. In 
addition to the newspaper campaign, 
double page, full page and half page 
space is running regularly in a se- 
lected list of national magazines. 

The basic factor in the advertising 
policy is to help the dealer, which 
of course involves dealer coopera- 
tion. To this end complete facili- 
ties have been made available for 
dealers to tie in locally with the na- 
tional advertising. These facilities 
include newspaper mat service, elec- 
tric signs, flasher signs for window 


and store display, window-dressing 
material, booklets and price tickets. 
The complete program is resulting 
in an energetic and unified effort on 
the part of the corporation and its 
dealers ‘throughout the country. 

“Dealer cooperation is absolutely 
essential for the success of a cam- 
paign selling shoes,” is the opinion 
of Mr. Lord. 

“The national advertiser may 
completely sell the public on a par- 
ticular line of shoes, but the sale 
will not be made unless the public 
knows where to find them. To get 
the full benefit of national advertis- 
ing, a dealer must tie in with it by 
advertising in the local papers, fea- 
ture the line in his window displays, 
and use attractive electric or other 
signs outside his store. 

“Our experience in the present 
campaign has been that the dealers 
whose sales show--the largest in- 
creases are those who advertised 
locally and whose window displays 
and signs showed that he featured 
our shoes.” 


To Ship by Truck 


“BROCKTON—That they may in- 
crease their service to their cus- 
tomers in different parts of the 
country, officials of the Field Bros. 
Shoe Co. of North Middleboro and 
this city have contracted with a 
Bridgewater trucking concern to 
make daily deliveries of its product 
to New York City and Philadelphia. 
The truck is expected to carry about 
25 cases of the company’s shoes 
each day. 
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Bright Outlook for Woven Shoes 
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An array of the new styles in woven shoes for Spring, 1927 


The woven slipper has carved out 
a definite niche for itself in the 
scheme of shoes, and the spring and 
summer of 1927 will see more of this 
type of footwear sold than at any 
time since the woven slipper was 
first introduced under the name 
of the Deauville sandal a year or 
two “ago, according to J. Bender of 
the Jefferson Import Co., New York, 
which has just opened its sample line 
for the spring, 1927, season. 

The new sample line is more com- 
prehensive and extensive than ever 
and includes. shoes of both Czecho- 


Luncheon for Shoe Buyers’ 
Show Workers 


BostoN—About fifty members of 
the committee and exhibitors of The 
Boston Shoe Buyers’ Show were re- 
cently tendered a noon luncheon at 
the Hotel Essex by Eugene A. Rich- 
ardson, president and treasurer of 
“The Shoe Buyer,” under whose per- 
sonal direction the event of Jan. 10- 
12, at the Copley Plaza, Boston, will 
be held. Approximately 100 exhibi- 
tors have signed up for space, and it 
is the hope of the management to 
make the total number 125; all but 
three of the firms showing are lo- 
cated in New England. Already 
there are over fifty big buyers regis- 
tered at the hotel for those dates. 
Engraved invitations are being sent 
to every big buyer in the country, 


asking him to attend The Spring 


Pageant of Styles and Shoe Buyers’ 
Frolic, Monday, Tuesday and Wed- 
nesday evenings, Jan. 10-12. These 
tickets are not transferable, and 
each buyer must register in order to 
get his ticket. 

There will be reserved seats for 


the buyers at the style show, which 


“Ned” Wayburn of New York, shoe 
style show director, has promised to 
have entirely new, elaborate and dif- 
ferent. There will be 100 models. 
Luncheon will be served free to 
buyers, from 5 to 7 each night; from 


Slovakian and French origin. New 
patterns in weaving and new color 
combinations are shown, the latter 
running into the tri-tone combina- 
tion, which has taken hold in regular 
footwear. Many of the new models 
come with crepe soles or the regula- 
tion sole. 

“These woven slippers,” says Mr. 
Bender, “are not displacing other 
kinds of footwear, but are finding 
favor as ‘extra’ pairs. We anticipate 
a big demand for them, not only in 
women’s, but in men’s and chil- 
dren’s slippers.” 


7 to 8 o’clock buyers will be enter- 
tained in exhibitors’. rooms, and at 
8 p. m. a page, appropriately cos- 
tumed, will knock at each door, an- 
nouncing the beginning of the style 
show at 8.15 p. m. Fred Howe of 
Cushman-Hollis Co. is chairman of 
the style show committee; Harry 
Huckins of Huckins & Temple, Inc., 
is chairman of reception committee ; 
Jack Gorman of Murphy, Gorman & 
Waterhouse, chairman of exhibits 
committee; George Barkin, chairman 
of registration committee; Jack 
Atkinson of The Atkinson Shoe Co., 
chairman of the room reservation 
committee. 


Add Lower Priced Lines 


NEw YorK—Broadening the ap- 
peal of the high-priced store to the 


medium-priced purchaser, through 


the addition of lower-priced lines, 
seems to be a fairly established 
trend here: Last week, Hanan & 
Son introduced new lines of young 
men’s and young women’s shoes to 
retail at $8.50 a pair in their retail 
stores. The shoes are made for 


Hanan & Son, but to Hanan’s speci- 


fications. 

At the same time Weber & Heil- 
bronner announced a new line of 
Nettleton shoes at $12.50 a pair. 
The lowest previous price for Nettle- 
ton shoes was $14. 
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SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
to Be Snappy” 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 











HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION br uci SALES 


SHOES in RUBBERS 
Every Wednesday and Friday 











HAND TAILORED 
HAND LASTED 





Tanneries at Danversport, 95 South St., Boston. Mass. 
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MADE ONLY IN GENUINE 
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The. Quality 


Pullman Slipper ——~ 
RED BLACK TAN 








Swan ShoeCo., Baltimore, Md. 








PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Wehingten Ave., Brooklyn, N. Y. 
New York Office, Room 1116, 1328 B’way 
HIGH GRADE,TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 
$24.00 per doz. and Up. 





Better 
Grade 


BEST-EVER 
Seft-Sele Leather 


Beudoirs and Novelty 
Kimono Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., Ine., BROOKLYN, N. Y. 








Novelty Slipper Co. 


Makers of 
Boudoir Slippers of the 
Better Kind 


121-131 West 19th Street 
New York City 
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ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe C. 














a 
NU-SHINE 
Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes Oli Shoes Look New 
THE NU-SHINE CO. 





Mkt. St. Reidsville, N. C. 
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Tulane Shop Remodeled 


NEw ORLEANS—David H. Burn- 
stein, general manager of the big 
Tulane Shop, 1012 Canal Street, has 
recently had the entire lower floor 
of this establishment remodeled. 
The shoe department, which is lo- 
cated in the center of the first floor, 
is one of the most attractive in the 
city. Mr. Burnstein is assisted in 
the shoe department by that veteran 
shoeman, Sol Levy. In addition to 
Messrs. Burnstein and Levy, ten 
salespeople give footwear service to 
a high-grade clientele. The Tulane 
Shop, which has been: in business 
here for the past thirty-five years, 
is owned by the father of David, 
Joseph Burnstein. Besides this 
store, there is a branch of the Tulane 
Shop on Dryades Street, where 
David H. Burnstein began his work 
of shoe selling when but twelve 
years of age. 


This is a “snapshot” of David V. 
Burnstein, General Manager of 
the Tulane Shoe Shop, 1012 Canal 
Street, New Orleans. Mr. Burn- 
stein is one of the youngest man- 
agers in the Louisiana metro 

lis. He is a graduate of the "Uni- 
versity of Michigan and can if 
he so chooses attach several de- 

grees to his name 


Change Convention Plans 


St. Paut—The Northwestern Re- 
tail Shoe Dealers’ Association has 
given up the idea of holding its an- 
nual convention the same date as 
the Twin City automobile show and 
is now getting together with the 
State clothiers’ association with the 
purpose of having the two conven- 
tions the same week. The shoe men 
will meet in St. Paul. The dates 
are expected to be fixed for some 
time in February. 


October 28, 1926 


Modern Cinderellas in 
Contest 


HE St. Louis Shoe Manufac- 

turers and Wholesalers’ Asso- 
ciation and Southwestern Shoe Re- 
tailers’ Association, in conjunction 
with the St. Louis Star, a leading 
evening newspaper, will inaugurate 
a “Modern Cinderella Contest” 
which will attract the comely beau- 
ties of St. Louis to enter the event 
with the hope of carrying off the 
coveted prizes offered for the suc- 
cessful candidates. 

The contest will inst Oct. 18 
through the Star, and each day’s 
progress in the contest will be her- 
alded by the paper. The principal 
interest of the shoe manufacturers 
in arranging the contest was to se- 
lect from the feminine charm of St. 
Louis a sufficient group of girls 
graced with 4B feet to adorn the 
runway during the St. Louis Pag- 
eant of Footwear Fashions to be 
held Nov. 29 and 30 and Dec. 1, 1926. 
In addition to receiving a reward 
for possessing the coveted 4B foot, 
those pronounced winners will be 
selected for a place in the promenade 
of footwear fashions during the 
style show. One of the conditions 
of the contest is that those awarded 
prizes must, in doing so, agree to 
appear on the runway. The cash 
prizes are $100 first prize, $50 and 
$25 second and third prizes respec- 
tively. Each girl will be presented 
with footwear. Five prizes of $10 
each have been added. Those chosen 
winners will also receive the regu- 
lar compensation for appearing in 
the style pageant. 

A blank will be printed in the 
paper on which the entrant must fill 
in the measurements of the foot in 
the following order: length, ball, in- 
step, ball heel, and waist measure- 
ment. 

While the foot is the principal 
part of the anatomy involved in the 
contest, the winner must necessarily 
display other qualifications. Poise, 
beauty and figure will as well be 
considered by the judges in select- 
ing the winner. 

The contest, will run three weeks, 
during which time the St. Louis 
Shoe Manufacturers and Whole- 
salers’ Association expects to at- 
tract sufficient entries to assure a 
100 per cent 4B footwear style 
show which, if accomplished, like 
’Trudy Ederle’s Channel swim, will 
be broadcast as one of the first foot- 
wear style shows having successfully 
performed the feat. 
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Wall Street Finances Kahler 
Shoe Combination 


NEw YorK—Wall Street is once 
again showing an interest in the 
financing of the shoe trade, which 
for some time was inactive so far as 
the financial district was concerned. 
Two well known houses recently 
brought out a bond issue of $350,000 
for the Kahler Shoe Co., Inc., formed 
by the amalgamation of Dr. Peter 
Kahler Sons, Inc., founded in 1853, 
and the Lounsbury-Soule Co., 
founded in 1873, and for the last 
eight years controllers of the ex- 
clusive manufacturing rights for 
Kahler shoes. 

The new financing gives the com- 
pany a capitalization of $725,000, 
with which a rather. extensive plan 
of expansion in merchandising is 
planned. The style lines of Kahler 
shoes will be broadened considerably, 
and new exclusive agencies will be 
opened. The company now has ten 
stores which it operates directly, and 
fourteen agencies. Twenty-five 
agencies, under a new merchandis- 
ing plan, are to be opened in the 
near future. In New York, new 
Kahler stores will be opened on 
Madison Avenue and in the Wall 
Street district, the latter store cater- 
ing to men exclusively. A national 
publicity campaign is being under- 
taken, along with a new plan for 
dealer help, including an _ in-stock 
department laid out on scientific 
lines. 

The officers of the consolidated 
company are N. K. Winston, presi- 
dent; Dr. Peter Kahler, grandson of 
the original founder of the business, 
vice-president; Andrew Hetfield, of 
McKinley & Morris, treasurer, and 
Courtlandt Palmer,.of Hayes & 
Palmer, secretary. Henry W. Penn, 
former sales manager for the Louns- 
bury-Soule Co., is sales manager for 
the new Kahler Shoe Co., Inc. 

Kahler shoes are among the oldest 
and best known of the comfort shoes. 
The original Dr. Kahler fitted 
Abraham Lincoln and members. of 
his cabinet, as weil as the social and 
business leaders of the country for 
many years. The company still has 
many autographed letters from these 
personages and still carries on its 
books the names of descendants of 
the old Knickerbocker families. 





Bridges Factories 
LYNN—Fair-Sex Shoe Co. has 
thrown a bridge across to the fac- 
tory adjoining its shop on Broad 
Street and Box Place. So it gets 
more space to make more novelty 
shoes, 
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New Type of Toe Slipper 
Produced 


NEW YorRK—A. Gabriel of Gabriel 
& Bruggi, a new firm in the ballet 
and toe slipper field, has applied 
for letters patent on a new toe 
slipper to be marketed under the 
name of “Double Tozie.” The new 
slipper has an outside reinforcement 
on the toe which will give much addi- 
tional wear and which, when show- 
ing signs of wear, can be easily 





removed, bringing the regular slip- 
per beneath into use. The extra tip 
is pleated in with the original toe of 
the slipper and it is this feature 
upon which the application for 
patent is chiefly founded. 

Mr. Gabriel formérly was with 
Capezio, and before that with the 
retail house of L. M. Hirsch. He 
served for one term as president of 
the Retail Shoe Dealers’ Association 
of New York. 


Weiss Opens Store 


BostonN—“Weiss, Quality Shoes,” 
has recently opened its doors for 
business at 85 Summer Street. Its 
president, buyer and general man- 
ager is Bert Weiss, formerly shoe 
salesman at Filene’s, and later with 
Worth of New York. Charles Weiss, 
retail shoe merchant, and formerly 
traveling representative for a whole- 
sale shoe house, is manager and as- 
sistant buyer; Frank J. Welling, 
formerly assistant manager at the 
Queen Quality Shoe Store, and with 
a wide experience in shoe merchan- 
dising and store management, is as- 
sistant manager; Miss H. Fuller is 
hosiery buyer. The house of Weiss 
features women’s high grade novel- 
ties at $3.85, and Weiss’ Arch Fit 
health shoes in welts, from A to 
EEE, sizes 2% to 8, at $4.45; these 
shoes are all made in New England 
and sold direct from manufacturer 
to wearer. On the opening day, a 


pair of fashioned silk hose, in a wide 


variety of popular shades and colors, 
was given with each pair of shoes 


purchased. 

The store is 125 ft. x 50 ft., with 
eighty-five chairs. The balcony is 
used for stock. “na 





BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Glazed Kid, Soft Tee 


OAS fee 


SCHWARTZ HERDER, A a 
allet Manufact 


pecialists B 
241 No. 11th Street - Philadelphis, Pa. 






















IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 


Misses 
$1.20 pr. 




















IN STOCK | 


: - 
RAP Bt 






sizes 2-11. Full 
sizes, including full 
lined pouch to match. 
Kid and Cabretta, 
$2.00 and $1.50, 
black, tan, brown, 
red and blue. 


Send for Catalog. 


THE DAVID SHOE MFG. CO. 
129 W. Central P’Kway, Cin., 0. 











LYONS AND COMPANY 


Ne gg 
Wo's. Miss’. ~ 
$1.50 $1.45 ety 

Also Hard Toes 
IN STOCK 

Send for Samples 

128 Duane St. 
New York, N. Y¥. 












Bemples on Request 














Do You Know? 

That you can buy or sell it through 
the “Where to Buy” columns, This 
feature in its quick service is # time 
saver in meeting soeanedione eae 
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CIS SLES 





_ 


DO YOU NEED 


Women’s Novelty Footwear? 


Jobs, cleanouts and $3 to $5 regular 
sellers. 


Send for samples now! 
SAMUEL COHEN SHOE Co. 
inesin St. Beston, M 


























Latest Styles at 
Popular Prices 
s in Stock. ~ 
ST.~NEW YORK CITY 








































SHOE ORNAMENT/“ 


Studded Heels 
Yor! 


















“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office,J183 Essex Street 







































DR_ CAMPBELL’S 
HEALTH SHOE 


Ask to See Other 
New Styles 


Powell & Campbell 
122-124 Duane 
Street, 
New York City 
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Sandalari Talks to Salesmen 


BostoN—Mary E. _ Bendelari, 
women’s shoe designer and shoe 
manufacturer of Paris, who sells the 
hand-made product of her shop to 
one high-grade shoe store only in 
various cities of the United States, 
gave a talk on the evening of Oct. 14 
on footwear styles and their relation 
to the newest in the apparel ensem- 
ble before the salesmen and execu- 
tives of both of the Thayer McNeil 
shops. Miss Bendelari, interna- 
tionally known as “Sandalari,” left 
Boston on Oct. 15, after a few days’ 
stay here, for New York. She will 
attend the style conference of the 
Allied Trades at the Astor, Nov. 4 
and 5, and will then sail for the 
other side, returning again to Amer- 
ica, her native land, for the Christ- 
mas holidays. 


Douglas St. Paul Store Moves 


St. Paut—The W. L. Douglas 
shoe store has been moved into one 
of the stores of the St. Francis 
Hotel building. This is one of the 
busiest hotels in St. Paul and located 
at Seventh and Wabasha, the busiest 
corner in the city. 


Van Pelt Visits Boston 


BostoN—George H, Van Pelt, for 
many years last manufacturer of 
Chicago, who in 1916 sold his busi- 
ness to the United Last Co., the lat- 
ter company now operating it as the 
Van Pelt branch of the United Last 
Co., visited Boston recently. Mr. 
Van. Pelt is 85 years of age and 
when in Boston makes his headquar- 
ters at his former “old stamping 
ground,” the United States Hotel. 
He spends his summers at Charle- 
voix, Mich., and his winters at Port 
Orange, Fla. He is one of the oldest 
active members of the Chicago 
Chamber of Commerce and still 
takes a keen interest in shoes and 
shoe people, although now he is con- 
centrating on the two big hobbies on 
which he has labored ceaselessly for 
40 years: good concrete roads and 
fireproof hotels. Throughout the 
entire length of the Dixie Highway 
and to many of the trade he is 
known as “Uncle George.” “Uncle 
George,” though still actively en- 
gaged in battling for more good 
roads, nevertheless believes in tak- 
ing the best of care of himself, as he 
says that he is under a contract 
with the Dixie Highway to look out 
for its best interests until he 
reaches the age of 100. 
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Freeman Reports Good 
Business 


BELOIT, Wis.—H. C. Freeman of 
the Freeman Shoe Manufacturing 
Co. and the ‘Freeman-Beddow Shoe 
Co. reports a very fine business con- 
dition in the two Freeman factories. 
“The Freeman Shoe Manufacturing 
Co.,” says Mr. Freeman, “where our 
$3.25 line is made, is producing ap- 
proximately 2600 pairs of men’s 
footwear daily. The Freeman-Bed- 
dow plant, where we make our 
higher grade shoes, has gradually 
increased its production from the 
original 400 pairs we started with 
to better than 1200 pairs a day, and 
we are, naturally, very much pleased 
with the way shoe merchants have 
received our new product. 

“We have built our production up 
gradually in the new plant, always 
being sure that the added capacity 
would in no way decrease the work- 
manship and quality of the shoes. 
The growth has been steady and 
pleasing, due, we believe, to our de- 
termination to give the very best 
service and the utmost in quality for 
the money. Right now we are ship- 
ping a great many of the embossed 
leather shoes very much in demand 
and have succeeded in perfecting 
our embossing methods to a point 
where we believe the trimming will 
prove satisfactory.” 

Mr. Freeman added his comment 
to the prevailing belief that the fall 
and winter of 1926-1927 would prove 
to be a very satisfying one to mer- 
chants and that, on the whole, con- 
ditions generally are very satisfac- 
tory. 


Shoemaker Claims Patent 
on New Machine 


Alphonse U. Croce, a shoemaker 
of West Bridgewater, Mass., writes 
that he is the inventor of a machine 
for repairing innersoles. “The re- 
pairing machine,” he says, “is the 
machine that rubs down the stitches 
and also smooths the three little 
grooves on the upper part of the 
innersole. All you see on the upper 
part of the innersole is three small 
lines that are not noticed after it is 
run through this machine. By hav- 
ing this machine you can take the 
channel off the innersole so that you 
can place another. The repairing 
machine has a skiving knife adjusted 
next to the two rolls that feed and 
carry the innersole through. (This 
removes the channel.) When you 
take the skiving knife off the ma- 
chine it is set for rubbing down.” 
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Window Cards 


that say 
“Come in” 
and 
make folks “BUY” 
as they 
Pass By 


° 










New! RECORDER SHOW CARD 
The Different! SERVICE 


Beautiful Art Leather Frames—Monthly Card Service 
YOUR STORE NAME HAND-LETTERED ON EVERY FRAME 

















$300 cn een FOR LARGER WINDOWS SEND ME IN TODAY 
$ 4 00 
Buys a PER MONTH 
Monthly Window Show Card Service p COUPON 
Hand Designed ps) Blank 
trees Q cma tov SOs, Gace DZemtm S Ore} meses Gest Sas we, 
sais ms ene YF Regie a Silvie er na pee 
RECORDER MONTHLY MERCHANDISING esis ma Ga on eee #500 ver tat cK 0 ne 
$30.00 Per Year if Paid in Advance $45.60 if Paid in Advance pone pl pene ny 
We PA sg the .(Grey). (Green) Art 
ORDER NOW! eee coc temeie Made oil 
The Recorder Show Card Service cite | 
Room 607, 189 W. Madison St. City | 





CHICAGO — ILLINOIS State 






















If a boudoir slipper isn’t pretty 
—extremely pretty—it will not 
sell. Greeley Boudoirs are known 
as the most consistently beautiful 
—with equally steady high quality 
material and workmanship. 
They are carried in stock. 
Sample and prices at 










your request. 


A. W. a 
Manufacturer 














Haverhill Mass. 














Officially adopted 
jd the Interna- > 
ional tion 
of Masters of 
Dancing. Made by 
master craftsmen 
of the finest ma- 
terials and with 
superb  fittin 
qualities an 
strictly bench 
made. 
We also make a 
new BALLET 
SLIPPER COVER 
(Patent Applied 


| 4 For) to use for 
practice. 
Send for Samples. 
We advertise your territory 


VD, 300 W42ndSt. for you. 
faa (0) a 




























IN STOCK 
Rhinestone Trimmed 
Pump Straps 








IN PATENT, SATIN AND COLORED LEATHERS—$0.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 


























TOE SLIPPERS 
BOX TOES 


618 BLACK KID 
Women’s 2% to 8 $2.80 
Misses’ 11% to2 2.75 
Child’s 6 to 11 2.70 
No. 608 

PINK SATIN 
Women’s 2% to 8 $3.40 
Misses’ 11% to 2 
Child’s 6 to 11 
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Do You Know What 
a Stogie Is? © 


Or a Slunk? 
Or a Skiver? 
Or an Everett? 


All the unusual names used in the 
shoe and leather industry, as well 
as those in everyday use, have 
been brought together in one 
compact volume—the fifth re- 
vised edition of the 


Shoe and Leather 
Lexicon 


But it is: more than a trade dictionary 
—for in it, in addition to trade defi- 
nitions compiled by shoe and leather 
authorities, are to be found correct 
anatomical drawings of the foot, tables 
of foot and last measurements, stand- 
ard carton sizes, systems of size mark- 
ing, hosiery sizes, how to figure profits, 
classification of leathers, standard size 
lengths and many other features. 


An invaluable book for everyone con- 
nected with any branch of the shoe 
and leather industries. 


The Price Is Fifty Cents 
(Cash with Order) 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 
207 South St. Boston, Mass. 

































1725~35 No. 6% Street Philadeluhia Pa. 
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CHANGES IN BUSINESS 





CuHIcAaGo, ILL.—Gans-Stevens Mer- 
cantile Co. (not ineorporated) (325-327 
W. Monroe Street), shoe jobber, re- 
ported sold out, 

Jacob Sirkus (3202 West Twenty- 
sixth Street), shoes, etc., closed out at 
above address. : 

Doberman & Engel (D. & E. Shoe 
Store) (6782 S. Halstead Street), 
shoes, dissolved partnership; succeeded 
by Louis Doberman. 

Alfred Slatin (4810 N. Kimball Ave- 
nue),. shoes and repairing, reported 
selling or sold out. 

FAIRMOUNT, ILL.—Cromwell & Black, 
shoes, etc., dissolved partnership; suc- 
ceeded by J. S. Cromwell. 


Rock ISLAND, Inn.—M. & K. Co., 
shoes, etc., Eli Mosenfelder, president, 
and Louis Kohn, secretary and treas- 
urer, reported going to retire. 


E.woop,. IND.—C henoweth Shoe 
Stores, shoes, incorporated... . 


BALTIMORE, Mp.—Abraham’s Shoe 
Co. 3904 Forest Park Avenue), shoes, 
ner with authorized capital of 

CHELSEA, Mass.—Silverman & Gies- 
ser, shoes, dissolved partnership; suc- 
ceeded by Harry Silverman. 


HAVERHILL, Mass.— Pioneer Shoe 
Co,, shoe manufacturers, incorporated 
with authorized capital of $25,000. 


LynNN, Mass.—Painham Shoe Co., 
shoe manufacturers, incorporated with 
authorized capital of $50,000. 


MIppLesoro, Mass.—Leonard & Bar- 
rows, Inc., shoe manufacturers, incor- 
porated with authorized capital of 
$275,000. 

BanGor, Me.—Stover & Prilay Shoe 
Co., shoes, in the Oct. 9 issue of the 
RECORDER, in these columns, we re- 
ported that this house had sold out its 
store to A. F. Anderson. This report 
refers to store at 27 Mercantile Square 
only, and not to their high-grade store 
at 23 Main Street, where they are still 
doing business. 

New Brunswick, N. J.— George 
Krauszer (130 French Street), shoes, 
reported closing out. 

BROOKLYN, N. Y.—Treadwell Boot- 
ery, shoes, incorporated with author- 
ized capital of $6,000. 


Israel Kinsler (788 Blake Avenue), 
shoes, reported sold out. 


Joseph Zisk (J. & Z. Shoe Store), 
(3122 Coney Island Avenue), shoes, 
sold out to Barney Gerstein. 


JAMAICA, N. Y.—Matthew B. Brown 
(Sutphin Blvd.), shoes, ete., reported 
selling or sold out. 


MT. VERNON, N. Y.—Spring Tite 
Heel Corp., heel manufacturers, incor- 
ere with authorized capital of 


NEw York Crity.—Geller Goldberg 
‘Corp. (187 Clinton Street), shoes; Ber- 
nard Geller retires. 


_ Pileo Hide Corp., hides and leather, 
Pr gon with authorized capital of 


Klein & Whitehouse, shoes, etc., in- 
corporated with authorized capital of 
$20,000. 

James Bard, shoes, etc., incorporated. 


ROCHESTER, N. Y.—R. F. De Groot, 
shoes, reported discontinued business 
here; continues at Flint, Mich. 


Farco, N. D.—S. & C. Clothing Co. 
(Sauve, W. G., sole owner), shoes, etc., 
reported selling or sold out. 


Boston.—Fannie Freedman (wife of 
Edwin) (Dudley Street), shoes, filed 
married woman’s certificate. 


Kansas City, Mo.—Morris Sedler 
(Sedler’s Shoe Store) (1712% W. 
Thirty-ninth Street), shoes and repair- 
ing, sold out to Leon Hafkin. 


KEENE, N. H.—Crescent Co. of Keene, 
N. H., Inc., shoe manufacturers, re- 
cently incorporated. ¢ 


CLovis, NEw Mexico—Wolfe’s, shoes, 
etc., reported closing out here; re- 
ported moving to Plainview, Texas. 


CoLuMBuUs, OHI0.—Perry Shoe Co., 
shoes, incorporated with authorized 
capital of $10,000. 

GALION, OHI0.—The Hub (139 Lin- 
coln Way, East), shoes, etc., incor- 
porated with authorized capital -of 
$16,000. 

Cotumsi4, S. C.—B. Bogan (Stand- 
ard Shoe Store), shoes, reported sold 
out here; continues at Denmark. 


Summit, S. D.—Summit Shoe Store, 
shoes, succeeded by Nels Bakken. 


MARIBEL, Wis.—Jerry Studemy, 
shoes, reported sold out here; removed 
to Wabeno. 


WABENO, Wis.— Van Lanehn Ray, 
shoes, etc., reported sold out to Jerry 
Studemy. 

HAMILTON, ONT.—L. M. Barnett 
(“Cut Rate Shoe Store”), shoes, re- 
ported going out of business. 

ToRONTO, ONT.—W. H. Meyer (2134 
Danforth Avenue), shoes, removed to 
810 Queen Street, E. 


Business Reverses 


San Dreco, Cau.—Sol Shulkind (730 
Broadway), shoes, etc., reported as- 
signed. 


GLENDALE, CAL.—Max G. Barr (Mod- 
ern Clothing Co.) (124 N. Brand 
Blvd.), shoes, etc, reported extension 
granted. 

PLant Ciry, Fua.—Frank McGuire, 
shoes, etc., reported offering to compro- 
mise at 50 per cent. 

GLENVILLE, Ga.—H. Lipsitz, shoes, 
etc., reported tioned into bank- 
ruptcy; repo: offering to compro- 
mise at 30 per cent. 

Cuicaco Heicuts, Itu.— Klorfine 
Bros. (1538 Halstead Street and 1442 
Wentworth Avenue), shoes, etc., re- 
ported assigned. 

MAyYsviLLE, Ky.—Stetson Co., shoes, 
etc., reported petitioned into bank- 
ru 
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SHREVEPORT, La. — Louis Abramson 
(1259 Texas Avenue), shoes, etc., re- 
ported offering to compromise at 25 
per cent. 


BALTIMORE, Mp.— Abraham Green- 
berg (Buck’s Army and Navy Store) 
(784 Washington Blvd.), shoes, etc., 
reported receiver applied for. 


New BeEprorp, Mass.—W. C. Porrier, 
shoes, etc., reported assigned. 


Boston.—L. A. Lewis & Seon (167 
Hanover Street), leather and shoe find- 
ings, reported assigned. 


LYNN, Mass.— Axelrod Shoe Co., 
wholesale shoes, reported assigned. 


SOMERVILLE, Mass.—Somerville Ba- 


zaar, Inc., shoes, etc., reported as- 
signed. 
DETROIT, MicH.—Amluxen Bros. 


(Novelty Shoe Shop) (1430 Griswold 
Street), shoes, etc., reported peti- 
tioned into bankruptcy. 

Sydney K. Kahn (5048 Joy Road), 
shoes, etc., reported asking general 
extension. 


Wi~Mar, MINN.—Erickson & Erick- 
son, shoes, etc., reported offering to 
compromise at 25 per cent. 


GENEVA, N. Y.—Saliba T. Baroody, 
shoes, etc., reported petitioned into 
bankruptcy. 

LANSFORD, Pa.—Nathan Stevenson, 
shoes, etc., reported petitioned into 
bankruptcy. 

Shoe Co. 
Inc. (Reading Shoe Market) (846-848 
Penn Street) (and Philadelphia), 
shoes, -reported liabilities, $100,000; 
assets estimated at $50,000. Repo 
meeting of creditors was scheduled 
for Oct. 11, last. 

DENISON; Tex.—Cecil & Ramsel 
Co., shoes, ete, reported petitioned 
into bankruptcy. 

Accomac, Va.—L. I. Melson, shoes, 
etc., reported petitioned into bank- 
ruptcy. 


CLINTON JUNCTION, Wis.—C. H. 
Nowack (C. H. Nowicki), shoes, re- 
ported assigned. 


MONTREAL, P. Q.—L. S. Odell, whole- 
sale leather and shoe goods, reported 
assigned. 


New Shoe Stores 


The W. L. Douglas Shoe Co., Mer- 
rimack Street, Haverhill, Mass. 


T. H. Ivy, Chetopa, Kan., shoe de- 
partment. 

Bee Hive, S. Broad Street, Cairo, 
Ga., shoe department. 

Star Style G 15 N. Vermillion 
Street, Danville, Ill., shoe department, 

Frank Muchow, 111 W. State Street, 
Rockford, 1.” 


M. Polsky, Greenville, Tex., shoe de- 
partment. 


" W. C. Shimmer, 289 Danforth Ave- 
nue, Toronto, Ont, 

Carroum _ Goods Malvern, 
Innes 216 W. Sixth Street, 
John Robinson, Montreal, P.Q. 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at oe Dies ant Shen Sees ae ee ee ee 
an’ Montes of dae cach 20 guinallin Ss cali Gat eiicadienmnie 0 published same week. 
Otherwise insertion will be put over to the following week’s issue. 


When advertisers desire answers to come 
A twelve words must be allowed for address. 
LINES WANTED ke vertisers desire replies forwarded direct to their 
'  4¢ per word. Minimum Charge 75c. each word of their address must be counted in 
ALL OTHERS vertisement and paid for accordingly. 
7c per word. Minimum Charge $1.25 p ot ‘ ‘ 
Payment in advance is required, except when 


ALL DISPLAY SPACE . 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 





POSITIONS WANTED 
4c per word. Minimum Charge 75c. 























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 








Have an opening for five salesmen in the 
following territories to carry the greatest 
line of popular priced children’s school, 
lay and dress shoes 0 

lifornia, North West, 
Kentucky, Tennessee, Tilinois. ' First let- 
ter give territory covered in detail, pres- 


$5,000 NET PER YEAR 


One of the most successful Milwaukee manufacturers of men’s shoes has 

several territories available—three in the South, one in the Middle States, RAMSEY’S, INC. 
two in the North. We want character salesmen with experience and ability 347 Rider Ave., N. Y¥. C. 
to sell our merchandising helps with the shoes. Our selling plan is a knock- 
out. Our Young Men’s Styles are setting a fast pace, making it possible for 
salesmen who know how to work to earn $5,000 a year net. Send photo- 
graph, four references, past two years’ sales records. Compensation accord- 
ing to your ability. Quick action necessary. 


Address C-420, c/o Boot & Shoe Recorder 
207 South Street, Boston, Mass. 





New York’s Children’s Shoe 
Headquarters 


has opening for Salesman in territory 
extending from Yonkers te Albany. Also 
Westchester County and adjacent towns 
in Connecticut. Our line can be handled 
exclusively or in conjunction with a non- 
con ing line. Salesman must travel 
by a Preference given to man with 

extablished trade. H. MALKIN’S 


SALESMEN WANTED SONS, 150 Duane St, New York, 


For well known line of Men’s and Boys’ Medium Priced Dress Welts— 
popularly priced—in stock proposition—8% commission. Steady money- 
maker for salesmen willing to work. Following territories open: 


WAN - 
Idaho, Yashtagten, FUL LINE, FAST REPEATING 
E. New Hamsphire, INFANTS’ FLEXIBLE TURNS. 


M usetts, 

Michigan, jew Jersey, ) Saney 8 side commission 
Bi lecsurt, nee Moxie rd ra A Fd yn No un- 
' u -— Js Thetant Cigplay on opening case. 
Virginia, Pom ie Proce References, first letter. 


In reply state territory covered, how long, previous lines carried, age and sonUYL a fee 
references. Applications kept strictly confidential. 


Address C-422, c/o Boot & Shoe Recorder 
207 South St., Boston, Mass. 











T SALESMEN. FOR BEAUTI 











SALESMEN. WANTED—Real producers in: 
the following territories: Minnesota, New 

York, Pennsylvani: Michigan Ohio, Indiana, 
Iowa, Nebras fontana, ucky, Texas,. 
Arkansas and uisiana. We are manufac- 
turers of one of the oldest lines of work 











A PHILADELPHIA _full-fashioned hosiery WANTED-—Salesmen with established trade 
mill making an exclusive product has open- to represent us in Alabama, Kentucky, shoes, dress oxfords and shoes—a real QUAL 


for first class salesmen, commission only, Louisiana, Missouri, Nebraska and Tennessee. ITY li BIG 
ing ling retail trade. Territories New York City, Prefer men who reside and have headquarters man. “Established gosn meg as ike 2 wines: 
South, Coie and Wen ot Sona, Ae- = pac gah ange in these welty McKay oe need apply. Address C-414, care Boot and 
ress E- . O. Box 3 adelphia, Pa. of fast selling women’s novelty McKays, price Shoe R Madi. 
: 4 at $3.15 to $4.50. Liberal commissions and i woondas, S50 ison &t., Chicage, 
wonderful proposition for men of proven abil- 


oe ity. References must pecengeay ap scation, 
SAaeeae Novelty Fan gap og ~_ Sox otherwise will not be considered. U-STIL 
samien "F, R DOUGHERTY & CO., INC, INC, 1330 Washington Ave., St. Louis, ‘Mo LINE WANTED 
217 Chestnut Si, Philadelphia, Pa. WANTED—Salesmen with established trade 3 
in the following states to travel out of LINE of Ladies’ and Children’s medium 
the largest city in each state: Arkansas, Geor- “priced McKays on commission basis for- 
Cuba ct Panama. Address C-419, care Boot 


ia, Illinois, Kentucky, Mississippi, Missouri, 
Rebraska, Tennessee. Liberal commissions and sof hoe Recorder, 207 South St., 




















interested in an up-to-date line of 
Par a a. Splen- 
shoe salesman. 


did opportunity’ for high 
References application. Address C243, 
que taa ond thet Teowsioe, 207 South St., 
Boston, Mass. 





WE have an opening for producers who 
cover their territory close, in the follow- 
nig states: North Carolina, South Carolina, 
Georgia, Florida, Alabama, Arkansas, Louisi- 
ana, fy nye Kentucky, Mississippi. New 
Spring line read ef, Only men experienced in 
pen hm soanave First letter give territory 


NOVELTY  SLIBPER CO.. INC., 
facturers of Felt, Png Satin, 
Slippers of the Better Kind. 121 W. 
Street, New York beta 


wonderful proposition for men of proven abil- 
ity. Line consists of one ed 'ua fast selling 
women’s novelty Shoes at $ References 
must accompany application, otherwise will not 
be considered. SPECIAL SHOE COMPANY, 
1332 Washington Ave., St. Louis, Mo. 


A PROMINENT N. Y. Shoe Manufacturer 





of Ladies’ High Grade Turns requires the . 


service of a resident salesman with a following 
in the Middle West. Address C-417, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 

ALESMAN—Experience for New vom and 

Connecticut territory for Jobbers general 
line to retail trade. Address C-421, A. Boot 
— Shoe Recorder, 207 South St., Boston, 
Mass. 








A SHOE Line desired by energetic, young’ 

man, 35. Thoroughly experienced Rao: 
for greater New York. Address C-416, care 
Boot and Shoe Recorder. 9th floor, 239 W, 
39th St., New York, N. Y. 





La WANTED—Strong line of yarn 
elts or McKays or pop Rayne 

soveliban for New York Pad 

vicinity. Patterns must gf tersitory of 
able to make deliveries, Merwe teh years” 
experience with better trade and Al rawt G 
ing. higd ~ ‘ou Bowe i es C-41 
care 9th Floor, 2. 
We 39th St., ecw Yon nN ONY. 








pol- i aw ie «| 
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LINE WANTED 


FOR RENT 


FOR RENT 





























Open for Side Line 


A salesman with a following in New 
York State, selling children’s shoes, is 
open for a short, snappy line of women's 
er men’s shoes on straight commission. 


Address C-410 
eare Boot and Shoe Recorder 
207 Seuth Street, Boston, Mass. 

















POSITION WANTED 













worker with a pleasin 
ences. Address C-395, care Boot & Shoe Re- 
condes, 239 W. 39th St., 9th Floor, New York, 


several stores. 


BUYER of men’s shoes capable of managing 
This man is a conscientious 
personality. Best refer- 





FOR RENT 


Fine office and salesroom in 
heart of N.Y. City shoe trade, 


suitable for one or two lines. 


C-409, Care Boot and Shoe Recorder 
239 W. 39th St., 9th floor, N. Y., N. Y. 



































Some Department Store 
Needs This Buyer! 


Unusual cir occasionally 
make it possible for a department store 
and a notably successful buyer of 
women’s and children’s shoes to get to- 

her on a mutually profitable basis. 

is is such a case. 

This buyer has been, for 11 years, 
connected with the shoe department of 
one of the largest stores in the country. 
His ability has been widely recognized, 
and has been reflected in the growth of 
the department. He has had equal suc- 
cess on the road as a shoe salesman and 
has also been a buyer and manager for 
an exclusive shoe store of exceptionally 
high reputation. 

Now he is at liberty, with the sound- 
est of references at his command, to 
form a new connection with some lar 
store which can give his ability e 
scope it deserves. He may be reached 
immediately by addressing 
C-412, care Beot and Shoe Re- 
coneers 207 South St., Boston, 

ass. 











PARTNER WANTED 


WANTED TO PURCHASE 






























POSITION WANTED 


Pxperienced Salesman and Sales Manager 
with broad ex ce in women’s high 
grade shoes will be at liberty soon, owing 
to the liquidation of the house with 
which he has 


For further details, address 


C-411, care of 
The Boot and Shoe Recorder 
207 South Street, Boston, Mass. 


Partner Wanted 
Shoe Man Preferred 


We are looking for a shoe man 
to join us in establishing a high- 
grade shop. 

An investment of about 
will be required. 
vest an equal amount. 

But what is most important is 
that you will have the sang of 
one of the oldest shoe manufac- 


turers in 


This eon | will insure you suc- 

cess, or it will permit concentra- 

tion of energy on building sales 

Me aga instead of worrying over 
s. 


For the man who plans to go 
into business for himself this is a 
very unusual oppo 

Answer in writing, giving defi- 
nite, details of experience, etc. 


Address C-415, care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. | 


$7,500 
We will also in- 


the country. 


rtunity: 











<a 








WANTED TO PURCHASE 




















FOR SALE 











OR. SALE—Upstairs “shoe store, Elmira, 
F . Y., with or without stock. Reply 
ROSEMAN & CO., Elmira, N. Y. 

FOR SALE—An established table shoe 
business _in- Toledo, Ohio. $45,000 
annually. Rental $125 monthly. 1 sacri- 
fice. Address C€-418, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











FOR RENT 











E 


in 








reasonable _ 
business district t . 
C. CUNNINGHAM, 704 Palace » Erie, 


Pa. 





RIE, PA.— of 132,000 population with 
600 diversified ind . T am Fcc | 
a 


and of 
a ¢ 


this city an absolutely 100 
rental, n 
will be sent on 











Sell Us Your Left Over 


New Yorx Exporr Puacnasive Cop. 


596 Broadway, N. Y. City 


Or Entire Stock for Cash 











MISCELLANEOUS 











“MANCHESTER” 


(Trade Mark Reg. U. 5. Pat. Of.) 


CURVED JAW NIPPER 


————————___ 
Just the Tool for That Tack 
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MISCELLANEOUS 


MISCELLANEOUS 





— WINDOW 
DISPLAY FIXTURES 








made by 
SEGALILE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 





ARE BUSINESS GETTERS 
\\ SEND FOR CATALOG 








ESTABLISHED 1690 


LABEL 


' and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263-271 LEXINGTON AVE , BRODKLYN, NY 
AMERICA’S CREATEST 
SHOE CARTON @& LABEL MFCS 








Ladders 


made for 40 years 
by the original in- 


ventors. 


Made in all styles 
4 to suit any shelving 


==] condition. 


are Get our price before 


placing your order 


; Milbradt 

Manufacturing Co, 
2416 No. 10th Street 
ST. LOUIS, MO. 














I Shoe Carton 
Labels - 


rae f °) 


, / 


) mee 
Eh 





THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trade Mark Reg. U. 8. Pat. Off.) 


The original and foundation size 
stick 6n which all shoes were first 
measured and lasted. 


MOST ACCURATE 
“AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 
RETAIL SHOE 


STORES USE 
No. 3 


$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


‘Boston, Mass. Chicago, Ill. 


























Jerome E. Bates Is Dead 


NEw YorK—Jerome E. Bates, for- 
mer president of the wholesale shoe 
concern of J. E. Bates & Co. of New 
York, died Sunday, Oct. 10, at his 
home, 374 Washington Avenue, 
Brooklyn. He was born in Thomp- 
son, Conn., in 1841, and was in the 
wholesale shoe business in New York 
for over 60 years. He started in 
business Feb. 1, 1866, at 53 Dey 


MISCELLANEOUS 








Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
Tue Oscar Onnxen Co 
tiw. FOURTH $F. 
SINCInNNAaTs, Oo 
The 


ESTABLISHED !18&0O 





~ 








LABELS 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-S9W 34'T Si. NC 
Phone. WISCONSIN 8130 


Street. In 1880 the firm moved to 
202 Church Street, where he re- 
mained for over 40 years. He leaves 
a widow, a son, Leonard W. Bates 
of the firm of J. E. Bates & Co., and 
two daughters. 


Hagler a Popular Manager 


NEW YOoRK—Max Hagler, the gen- 
eral manager and buyer for the’ 
Yorker Shoe Stores, a chain store 
organization selling men’s and wo- 
men’s shoes, with-five stores in this 
city and two in Brooklyn, was pre- 
sented by the Yorker employees with 
a large chest of silver on the occa- 
sion of the announcement of his en- 
gagement to Miss Yetta Weiss. The 
marriage is to take place some time 
during 1927. Mr. Hagler is an 
energetic worker, a good style man 
and a popular executive. He has 
been with the concern for the past 
14 years. 
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Not only None better 
but None so good! 





REC 
‘ORDER sto, RECORD sy, 


<a 
Zi — | w tea 


le LT oe 
~ful~ 


$4.50 Complete Mailed to Your Store 


A real shoe stock record keeping book that Gives you an almost daily inventory of your 


does all that a stock record ought to do. stock at cost or at retail prices. 
ree é Tells you instantly the condition of your 
Keeps “tabs” on your buying anda real record _— stock, sizes and width and patterns. Easy to 


of what you are selling and what isn’t selling. keep up. 
SEND YOUR CHECK TODAY 
Mailed anywhere on receipt of $4.50 to cover book and postage. 


WESTERN SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 189 WEST MADISON STREET, CHICAGO, ILL. 














BOOT AND SHOE RECORDER 


October 23, 1926 


SSS SSS SSS SSS 
INDEX TO ADVERTISERS IN THIS ISSUE 





BOOTS AND SHOES 


Adams, F. E., Shoe Co., Seabrook, N. H.. 


Barney’s, New York City 
Bell Bros. Shoe Co., Biddeford, Me 
a ed Slipper Co., Ince., Brooklyn, ; 


Rion Shoe Co., New York City 

Brockton Co-operative Boot and Shoe Co. 98 
Brooks Shoe Mfg. Co., Phila., Pa 

Burdett Shoe Co., Lynn, Mass 


Cahill Shoe Co., Cincinnati, Ohio 
Cambridge Rubber Co., Cambridge, Mass. . 67-68 
Capezio, New York City 


Clapp, Edwin, & Son, Inc., E. Weymouth, 
Mass. 98 


Cohen, Samuel, Shoe Co., Boston 102 


Commonwealth Shoe & Leather Co., Whit- 
man, ass. 98 


Coon, W. B., Co., Rochester, N. Y 6é 
Crafts, G. P., Shoe Co., Manchester, N. H. 62 
Crosset, Lewis A., Co., No. Abington, 


David Shoe Mfg. Co., Cincinnati, Ohio... 101 
Dover Shoe Co., Dover, N. H 

Drew, Irving, Shoe Co., Portsmouth, Ohio 39 
Duane Shoe Co., New York City 


Duttenhofer Branch of U. 8. Shoe Co., 
Cincinnati, Ohio 


ae, Stanley, Shoe Co., Cincinnati, 


Edwards, J., & Co., Philadelphia. . 
Elam, F. 8., Shoe Co., Rochester, N. Y... 102 
Endicott-Johnson Corp., Endicott, N. Y..58-59 


Fisher, A., & Son, Inc., Stoneham, Mass. . 
Florsheim Shoe Co., Chicago, Ill 


Goodyear’s India Rubber Glove Mfg. Co... 
Greeley, A. W., & Co., Haverhill, Mass.. 
Gustin, M., Co., New York City 


Haseltine, Ernest D., Co., Newburyport, 
Mass. 


Helmholz Shoe Mfg. Co., Milwaukee, Wis. 
Herman, Joseph M., Shoe Co., Millis, 
Mass. 


Holters Company, The, Cincinnati, Ohio.. 
Howard & Foster Co., Brockton, Mass.... 
Huckins & Temple Co., Milford, Mass... 


Ideal Baby Shoe Co., Danvers, Mass 35 


Julian & Kekenge Co., Cincinnati, Ohio. .76-77 





Lilly, Henry, New York City 
Lyons & Company, New York City 


-4th Cover 


Meis, Chas., Shoe Co., Cincinnati, Ohio... 80 
Menihan Co., Rochester, N. Y 

Merchants Shoe Co., Boston 

Metropolitan Slipper Co., New York City 101 
Marphy & Saval Co., Chicago, Il 


Nettleton, A. E., Co., Syracuse, N. Y.... 
Novelty Slipper Co., New York City 
a ay & Weldon Shoe Co., Milwau- 


Packard, M. A., Co., Brockton, Mass.... 


Paristyle Feotwear Mfg. Co., Inc., Brook- 
lyn, N. Y 


Powell & Campbell Co., New York City.. 


Rauh, S., & Co., New York City 
Reynolds, Bion F., Brockton, Mass 
Richards & Brennan Co., Randolph, Mass. 
Rickard Shoe Co., Haverhill, Mass 
Rogers Bros. Shoe Co., Boston 

Roth Shoe Mfg. Co., Cincinnati, Ohio 


Scheiffele Shoe Co., Cincinnati, Ohio 
Schwartz & Herder, Inc., Philadelphia, Pa. 
Sherwood Shoe Co., Rochester, N. Y 
Shu-Stiles, Ine., St. Louis, Mo 

Smith, Wm. Sumner, Chicago, Ill 
Stacy-Adems Co., Brockton, Mass 
Stetson Shoe Co., Inc., So. Weymouth, 


Sullivan, P., & Co., Cincinnati, 
Swan Shoe Co., Baltimore, Md 


Thomson Crooker Shoe Co., Boston, Mass. 


United States Rubber Co., New York City 24 


United States Shoe Co., Cincinnati, Ohio, 
Front Cover 


Vollman-Lawrence Co., Cincinnati, Ohio.. 83 


FINDINGS AND SHOE STORE SUPPLIES 
Columbia Ribbon Co., Paterson, N. J.... 94 
Deauville Import Co., New York City.... 94 
Goodwin, C. L., & Co., Ine., Worcester, 


Laing, Harrar & Chamberlin, Phila., Pa. 104 
Mazer Brothers, New York City 
Milbradt Mfg. Co., St. Louis, Mo 


Miller, O. A., Tree. Machine Co., Brock- 
ton, Mass. 


Myers, F. E., Bros. Co., The, Ashland, 


Onken, Oscar, Co., Cincinnati, Ohio 
Scholl Mfg. Co., Chicago, Ill 

Segall & Co., Philadelphia, Pa 
Whitcher, Frank W., Co., Boston 


LEATHER AND OTHER MATERIALS 


Armstrong Cork Co., Lancaster, Pa 

Beggs & Cobb Co., Boston 

Cedar Cliff Silkk Co., New York City 

Creese & Cook Co., Boston 

Einstein, J., Inc., New York City 

Evans, John R., Co., Camden, N. J 

Goodyear Tire & Rubber Co., Akron, Ohio 27 
Hale, Alfred, Rubber Co., Atlantic, Mass. 32 
Hecht, F., & Co., New York City...2nd Cover 
Jones Co., F. E., Boston 

Levor, G., & Co., Gloversville, N. Y 

New Castle Leather Co., New York City.. 
Northwestern Leather Co., Boston 


Rueping, Fred, Leather Co., Fond du Lac, 


Schmidt, Carl E., & Co., Detroit, Mich... 30 
Skinner, Wm., & Sons, New York City.. 10 
Snyder, H. 8S. & M. W., Boston 


West Virginia Pulp and Paper Co., New 
York City 


MACHINERY, LASTS, MFRS.’ SUPPLIES, — 
DRESSINGS, ETC. 


Nu-Shine Co., The, Reidsville, N. C 
Tubular Rivet Co., Boston 
United Shoe Machi 





12, 84, 111 


Atlantic Printing Co., Boston 


Central Mfgrs. Mutual Insurance Ce., Van 
Wert, Ohio 


Glguberg, Max, New York City 


Kalter Cerf. Mercantile Co., 
York City 


Kirsch-Blacher Co., Inc., New York City.. 107 
Kluge, E. H., Weaving Co., New York City 108 


Meyer, Frank C., Co., Ine., Brooklyn, 
ER Pay IPOS PE Rn POET hadeoantaced< 108 


New York Export Purchasing Corp., New 
See SE occccvecnct oe Socsbuteneetess 107 


Penney, J. C., St. Louis, Mo 
Tolman Print, Boston, Mass 
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REPCO STRETCHERS~ 


Standard Equipment 
In Every Good Shoe Store 







8 COMPLETE stock of Repco 
STRETCHERS is a distinct asset 
to every shoe store. To have 

2 all sizes of stretchers is al- 
most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a Jittle easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 


~ chant will find that the use of a Repco 


STRETCHER in a new shoe will give the 


Look over your stock of stretchers today. Let your nearest 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERsare carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. . Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 





Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 























BOOT AND SHOE RECORDER October 28, 1926 





‘Se : D 
































UD, 


i) ul ! 


77 











Introduced Recently She Already Has 
Wooed and Won Volumes of Prestige 


and Dominance 


No. 6499—with Genuine Python on 
Patent Leather, 18/8 Spool 
The Most Infectious Heel. A to O widths. 
No, 6500—Brown Kid with Sau- 
Mode of the Season peng gL I 
Zoteoste ae By the see No. 6496—All Over Black Satin. 
gers models carry ers fei 
Brothers still farther along No. 6497—aAll Patent Leather. 
the high road of style domi- No. 6506—Velvet with Patent Trim- 
nance, Quality is like an open mings. 
book: Right materials—Right No. 6532—Patent with Abbo Cherry 
workmanship — Right fit — Patent ther. 
Right price. This responsi- All with 18/8 Spool Heels, 
— and geen we ae A to © Widths. 
cept in order to make certain 
that Rogers Brothers Shoes Same with Ouban Heels $4.50 ; 
deliver in the manner expected : 
. s/f 
ROGERS BROS. 59 Lincoln St., Boston 


of them! 














Manufacturers and 



















































































